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EMERGENCY CALLS 


The public can now telephone di- 
rectly from street corners in emer- 
gencies for fire and police assistance 
over this instrument recently devel- 
oped by Bell Telephone Laboratories. 





summer selling 
idea? 
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5. P. “Dutch” Gallagher, the highly successful 
lemonade retailer. recently revealed to us his 
formula for summer salesmanship. 

“Whatcha gotta do.” he confided, “is when they 
get thirsty give “em a good cold drink for their 
money. And to keep ’em happy. make it as conven- 
ient as you can for them. Like with curb service.” 

Telephone facilities also fill a very special need 
in summertime. With some of his people away on 
vacations, your commercial subscriber depends 
more and more on his telephone to carry on his 
business. 


That’s when you can step in and give him a 


helping hand with the convenience of multiple 
line systems. (Incidentally, you increase your 
revenue at the same time. ) 

Show your subscriber how he can enable sev- 
eral employees to answer or originate calls on the 
same lines. Show him the time-saving advantage 
of shared lines—and the value of providing ef- 
ficient telephone answering even in the “dog days” 
of summer when half his staff may be away on 
vacation. 

Your Stromberg-Carlson representative will be 
glad to answer your inquiries about these con- 


venience systems and turrets. Call him. 


st STROMBERCG-CARLSON COMPANY 


seal A DIVISION OF GENE 


Sales Offices: Atlanta 3, Chicago 


For order departments, insurance offices, banks and other busi- 


RAL DYNAMICS CORPORATION 


6, Kansas City 8, Rochester 3, San Francisco 3. 


nesses requiring up to 9 trunk lines, you can provide the conven- 


Stromberg-Carlson 


ience of this turret system. 


It accommodates from 3 to 9 trunk lines, which may be shared 

















by as many as 6 turrets. Connected to each turret is a conventional 
desk or wall telephone, or an attendant’s headset can be provided. 

Separate from the outside trunks, a common talking circuit is 
provided, and signal buttons on top of each turret provide selec- 
tive signalling of each of the other turrets by buzzer. Thus, all at- 
tendants are in contact with each other, and transfer of calls can 
be easily made. 

Supervisory equipment is provided on each turret. This includes 
white signal lamp to indicate incoming call, and red lamp to 
indicate which lines are in use at the moment. Control keys have 
two positions: one for talking, one for holding the line. 


Multiple Line 
Key Turret System 


From I to 6 attendants share up to 


9 trunks—plus common talking 


Keep your small commercial subscribers happy with these two- 
and three-trunk convenience systems. 

Push-button telephones for each station provide the following 
services: 


Stromberg-Carlson 
Convenience Systems 


Access to all trunk lines @ Intereommunication with all other tele- 


phones in the system @ Holding and transferring trunk calls 
Secret service (optional) @ Selective ringing 
Many arrangements are possible High and low toned bells to identify incoming trunk calls 


Indicator lamps to identify called trunks 


—————— 


2 or 3 trunks, up to 10 stations , 
No attended switchboard @ 24-hour service 
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58-YEAR VETERAN TO PASTURE. Special recognition is due 
a veteran of 58 years’ service. In most cases a service emblem is 
awarded. 

Marietta, Ohio, however, is placing a 58-year veteran in the 
Campus Martius Museum. The veteran in this case is a terminal 
box that has been in use since the Spanish-American War. 

Workmen discovered it on a pole in Marietta. It has rendered 
dependable and trouble-free service throughout the years—though 
most of its contemporaries have long since been replaced by more 
modern apparatus. 

. 


SAME ADDRESS. A Texan arriving at the gate of his eternal 
home remarked: “I never thought heaven could be so much like 
Texas.” 


“Son,” replied the gatekeeper, “this isn’t heaven.” 
a 


DEFINITIONS. A pessimist is a female who’s afraid she won't be 
able to squeeze her car into a very small parking space. 


An optimist is a male who thinks she won’t try. 
@ 


CONSIDERED OPINION. An Ohio Bell Telephone Co. news 
source has whimsically offered the following anecdote as the reason 
why the dial telephone had to be invented: 

A telephone operator at Leamington, England, answered a call 
with the usual “Number, please?” A voice said, “Dust’n.” 


“What number in Duston, please?”’ she asked. The voice replied, 
oa s ss 
Just dust’n. 


Again the operator asked for the number, whereby she received 
the reply, “I’m just dustin’ the telephone.” 


RED CARPET TREATMENT. The mayor and Communist offi- 
cials of the Soviet zone city of Rostock, Germany, received a tele- 
phone call telling them to greet two high officials arriving from 
Moscow at the railway station. 

The Red dignitaries hurried to the station to find two camels, a 
gift from the Moscow Zoo to the Rostock Zoo. 


FUN ON CAMPUS. Goldfish-swallowing seems to have waxed 
and waned as a college fad, while communicating with friends 
takes over as a leisure-time hobby. 

At any rate, 15 male students at Mississippi State College have 
“chartered” a long distance telephone line to the campus of the 
Mississippi State College for Women, 25 miles away. The $112 a 
month cost is split by 15 “stockholders,” each paying about $7.50 
per month. The telephone is locked and only “stockholders” have 
keys. 
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LINE WIRE 





TRADE MARK 


keeps upkeep down 


When Copperweld* Line Wire goes up, it’s up to stay. 
Non-rusting Copperweld has the permanent high 
strength to resist even the worst weather conditions 
year after year. Thus, you get longer service life—lower 
operating costs. At the same time, you get better talk- 
ing qualities, because Copperweld has the best electrical 
— a Copperweld conductance of any long-span conductor. What more 
Bonus Value! could you ask for in a line wire? 

q *Trade Mark 

COPPERWELD STEEL COMPANY 

WIRE AND CABLE DIVISION Glassport, Pa. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 


Also 
Right for Carrier 





SOLD BY LEADING DISTRIBUTORS 
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Increased 
Transmitting 
and 
Receiving 
Efficiency 


Varistor-Type 
Balancing 
Network 


Shorter, 
Lighter 
Handset 


Efficient 
Anti-Sidetone 
Circuit with 
Automatic 
Controls 


More Uniform 
Dialing 
Performance on 
Longer Common 
Battery 


Lines 
Protected 


and More 
Reliable 
Switch 


Newly Designed 
Transmitter and 
Receiver Capsules 
for Better 
Speech Quality Higher 


Ringer 
Impedance 
with Improved 
Performance 


Protection 
from Loud 
Acoustic Peaks 


Available in 
8 modern : 
Colors F 
3 








XUM 


YOU CAN PUT 

YOUR FINGER ON THE 
THINGS THAT MAKE 
THE KELLOGG K-S00 
OUTSTANDING 





Ten good reasons why the Kellogg K-500 Telephone is well 

worth your immediate attention. Not just vague generalities, but 
important, concrete advantages that automatically mean better 
service for your subscribers, and savings in maintenance and 

repair costs for you. Each advantage will be instantly apparent to 
you upon your very first demonstration—vast improvement 

in speech quality . . . uniform transmission, reception and sidetone 

. .. better transmission, dialing and ringing performance on 

much longer common battery lines. And then there’s that wonderful 
plus-value of being able to offer your customers a choice of 

eight, two-tone decorator colors! 


There’s a detailed explanation of all these 

advantages in the interesting and informative K-500 
Bulletin. A Free Copy is waiting for you now. a 
Just drop us a note and we'll give your 1300 — 
request immediate attention. J) | 
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KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 
SALES OFFICE: 79 WEST MONROE STREET, CHICAGO 3, ILLINOIS 
PHONE: DEarborn 2-0750 
Warehouses: Chicago 38 * Kansas City 1] * Mansfield, Ohio * St. Paul 4* Dallas 2 * San Francisco 3 * Atlanta, Ga. 
Branch Office: Los Angeles 13 


Export: International Standard Electric Corporation, New York 7, N. Y., U. S.A. 











.-.a new twist in interrupter design 
assures simple, permanent pile-up adjustment 


Just a simple twist of the set screws in 
ESCO Interrupter Pile-Ups, and you get 
accurate spring adjustments that stay — 
put. You never need to. use old- 
fashioned spring bending methods. 
Springs and contacts last longer be- 
cause springs retain their original shape 
and tension, and contacts stay in align- 
ment. This new design, too, allows up 
to six adjustable springs on the same 
pile up and that means better timing 
with fewer cams. 





Screw adjusted 
pile-ups 


Compact, accessible 
interrupters 


Combination 
alternators 


4 


ca 


Lifetime 
drive motors 


ADDITIONAL ESCO FEATURES (details in 
future ads in this series) explain why ESCO 
. components are included in the installations of 
prominent suppliers like Automatic Electric 
_ Co., Federal Telephone and Radio Corp., Kel- 
_ logg Switchboard Supply Co., Leich Sales Corp., 


RINGING EQUIPMENT 





ELECTRIC SPECIALTY CO. 


176 South Street, Stamford, Connecticut 


VOTO 


e 


MEMBER 


But this exclusive adjustment feature is 
just one of many reasons why opera- 
tors and engineers who design and in- 
stall equipment insist on ESCO. Com- 
pact vertical-mounting, factory 
pre-wiring, and permanently aligned 
drives on Esco Ringing Assemblies are 
other clinching reasons. 


Why not find out for yourself why only 
ESCO Ringing Equipment can give the 
kind of service that satisfies operators 


and their subscribers alike. Write to- 


day for full information. 


=. 
Pe <a) 
= 2. 
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Permanently ~ 
aligned 
drives 


“Ready- 
to-go” 
‘ pre-wiring 
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For better service and greater economy WB Parallel Distribution Wire is designed 
for use in rural areas in place of open wire. 
WB Parallel Distribution Wire gives better service because it provides better 
transmission qualities and its tough polyethylene jacket protects the conductors 
from the many conditions that harm open wire. 
WB Parallel Distribution Wire is economical because it can be installed with 
minimum labor, the need for cross arms is eliminated. It may be used to extend 
runs of rural distribution wire where only one, two, or three pairs are required. 
The extra high strength Copperweld conductor permits long span construction 
which also makes this wire ideally suited for drop runs to service subscribers 
at distances from main pole lines. 
In locations where atmospheric conditions are detrimental to open wires, 
such as on the sea coast, polyethylene insulated WB Parallel 
Distribution Wire is unaffected. 
Available in #14 AWG and .080'extra high strength 30% conductivity, 
Copperweld conductors insulated with the same high molecular weight 
polyethylene jacket used on WB TELECABLE, assures long, 


economical service life. 
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We believe you save money by using the best tools and materials. 


i That’s why we're proud to sell you tools such as these made by our 
CY friends at Klein, Atkins, Greenlee and Nicopress. 









These are representative of the complete line of high quality supplies 
made by famous manufacturers and available to you from Leich. 


You'll like our service too. Helpful, experienced people see to it that 
your orders are handled promptly. Everything you buy from Leich is 
fully guaranteed and you'll be pleased to find our prices competitive. 


May we hear from you? 





TAU Ay 
iloer S : 


Help your people do better work. 
Help them to become craftsmen 
— proud of their skills, 


of the fine, lasting work they do 


L for your telephone company. 


Give them these real craftsman’s tools, 
made by companies which are famous 
for their quality in workmanship 


and materials. 


The price is only a whisker more 


than you'd pay for ordinary tools — 


for years to come. 


TOOLS FOR CRAFTSMEN 


GREENLEE 











LEICH SALES CORPORATION 427 W. RANDOLPH STREET CHICAGO 6, ILLINOIS 
PACIFIC COAST: 11401 WEST PICO BLVD., WEST LOS ANGELES 64, CALIF. SOUTHWEST: 1227 SLOCUM ST., DALLAS 7, TEXAS 


} MANUFACTURERS OF TELEPHONES, SWITCHBOARDS AND RELATED APPARATUS SINCE 1907 
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the result is jobs done so they'll stay done... 








why make 
your salesman 
an advertising 
medium? 


Our text for today is taken from the plaint of a young 
industrial salesman whose company issues a catalog, ex- 
hibits in a few trade shows, but does no other advertising. 

“When I make a call,” he told us, “I not only have to 
introduce myself—I have to introduce my Company. By 
the time I have explained who we are and what we make, 
I have used up a large part of the time the prospect is 
willing to give me. In my field we sell by picking out 
from our line the type of products the prospect uses and 
showing him what these products will do for him. If the 
Company would use a well-balanced advertising pro- 
gram, I’d have at least 20 more minutes of real selling 
time on every call.” 

To our way of thinking, that salesman appreciates the 
value of his own time and his Company’s dollars. 

Selling any product to industry involves matching 
product information to the prospective buyer’s problems. 
That’s a job that can be done only by personal selling. 
That’s why you use salesmen—at an average cost of 
approximately $20 per call. 

When you use part of a salesman’s time on a job that R 
can be done more cheaply—and far more effectively — 
by some form of advertising, you are tossing away a con- 
siderable portion of your sales dollar. Your salesman is 
just about the most expensive advertising medium you can use! 





National Industrial Advertisers Association, Inc. 
271 Madison Avenue, New York 16, New York 


An organization of over 4000 members engaged in the advertising and marketing of indus- 
trial products, with local chapters in ALBANY, BALTIMORE, Boston, BUFFALO, CHICAGO, 
CLEVELAND, CoLumMBus, DALLAS-ForRT WorTH, DENVER, DETROIT, HAMILTON, ONT., 
HARTFORD, HousTon, INDIANAPOLIS, LoS ANGELES, MILWAUKEE, MINNEAPOLIS-ST. PAUL, 
MONTREAL, QUE., NEWARK, NEw YORK, PHILADELPHIA, PITTSBURGH, PORTLAND, 
RocHEsSTER, Rockrorp, St. Louis, SAN FRANCISCO, TORONTO, ONT., YOUNGSTOWN. 





This NIAA advertisement is published by TELEPHONY to create a wider understanding 
of industrial advertising and of the contribution it is making to industrial growth. 





EXCHANGE AREA CABLE 


¥ No. 24, 22 and 19 AWG — Soft bare copper, 
polyethylene insulated, cabled, polyethylene 
taped, aluminum shielded, polyethylene jack- 
eted. For aerial and duct service. 


INTERIOR WIRES 

No. 22 Bare Copper Tw. Pr. Brown or Ivory 
No. 22 Bare Copper Triplex Brown or Ivory 
No. 19 Bare Copper Tw. Pr. Brown or Ivory 


Ne. 19 Bore Copper Triplex Brown or Ivory 
No. 22 Bare Copper Tw. Pr. Jacket Overall Brown 


t 


oe Bare Copper Triplex Jacket Overall Brown 


JUMPER AND SWITCHBOARD WIRES 
22 Tin. Copper Tw. Pr. Red and White 
d Tin Copper Triplex Red-Black-White 
19 Tin. Copper Tw. Pr. Red and*White 


fz No. 19 Tin. Copper Triplex Red-Black-White 
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URBAN DISTRIBUTION CABLE 


#24 Copper — Color Coded Polyvinyl insulated 
Conductors cabled around galvanized steel 
messenger. Available in 16 pairs only. No. 
U.D.C. — 1619-U. 


INSIDE WIRING CABLES — TYPE ‘''D''-24 
PVC Insulation and Ripcord Jacket 
6p 24 B.C. — Overall PVC Jacket 290 

24 B.C. — Overall PVC Jacket O.D. .370 

24 B.C. — Overall PVC Jacket O.D. .410 

24 B.C. — Overall PVC Jacket O.D. .670 

24 B.C. — Overall PVC Jacket O.D. .790 


RURAL DISTRIBUTION WIRES 


Polyethylene insulated color coded polyvinyl jacketed 
tors. =19 insulated conductors cabled around steel 


1 pr 16 pr 


Contact us for name of nearest distributor. 


qSEND FOR TECHNICAL SPECIFICATIONS AND PRICES. 


i\ex Corporation 


100 HAYWARD ROAD, WEST ACTON, MASS. 


Telephone: COlonial 3-7721 





So 
~~ Station Insal 








sallation supplies — 


{caught short — order now — from 


NORTH 


NORTH warehouses carry complete stocks —can give you delivery 
Se when you need it — where you need it. Check your inventory now — 
then order from the NORTH catalog. 





DON’T GET CAUGHT SHORT — ORDER NOW — FROM 
NORTH! 





The most important item in any installo- 
tion is the telephone. Order the new 
NORTH N-541 Telephone — the telephone 
with “Hi-Fi” transmission. Available in 
black or 7 color-tones. 









NORTH warehouses at six convenient locations: 


Atlanta, Georgia Minneapolis, Minnesota Galion, Ohio 
754-756 Ponce de Leon, N.E. 200-212 3rd Ave., N. 387 S. Market St. 
TRinity 6-6564 FEderal 8-6074 2-4201 

Dallas, Texas Salem, Oregon Lakeland, Florida 
1725 Levee St. 6325 Johnson St. 1851 Gary Road 






PRospect 2826 4-8515 MUtual 8-5391 


NORTH ELECTRIC 





601 SOUTH MARKET STREET - GALION, OHIO 


XUM 





©1956 Gould-National Batteries, Inc. 


16 





un eonh- b WIT 
BATTERY 
POWER?” 


A healthy reward awaits anyone who chooses Gould 

battery power. Not only is battery power the most economical 
power you can buy, but Gould power gives you extra 
performance and extended service life possible only through 
years of basic and applied battery research. 


Another reason for specifying Gould is Gould’s Field 
Engineering Service. Covering all industrial centers 

in the nation, it’s the finest in the industry... 

helps keep your batteries working at top capacity . . . adds 
months to their normal life. Get more power per dollar 
with Gould research-built battery power! 








America’s Finest! 
GOULD PLANTE 
The Aristocrat of 


enna Seaton Always Use Gould-National Automobile 
and Truck Batteries 


SCCSHOSPCOEPEOCSCHSHCHFOSGESEOCSEE EH CHES EEH EHEC EHH HME DEKEOHROOES 6 ORE 














GOULD-NATIONAL BATTERIES, INC. 


“BETTER BATTERIES THROUGH RESEARCH” Trenton Fan. 
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OMETHING NEW has been added 
to the research program of the 
Federal Civil Defense Adminis- 

tration (FCDA), on the subject of de- 
veloping communications or warning 
signals in case of enemy attack. Both 
telephone and electric utility companies 
will be interested to know that this 
FCDA project would involve telephone 
and power lines. 

A Chicago research organization has 
been awarded two FCDA contracts to- 
taling $63,575. Armour Research Foun- 
dation (ARF) of Illinois Institute of 
Technology will investigate the use of 
power lines and telephone systems to 
transmit warning signals, according to 
Virgil H. Disney, manager of ARF’s 
electrical engineering research depart- 
ment. 


The purpose of the study is to de- 
termine a method of transmitting sig- 
nals which would permit the design of 
an effective alarm system at a mini- 
mum expense, Different approaches to 
the problem will be carried out in sep- 
arate projects by scientists in two sec- 
tions of the electrical engineering de- 
partment. 


The use of power lines to transmit 
warning signals while concurrently 
maintaining power for the community 
will be studied by the electric machines, 
components, and measurements section, 


according to the supervisor, Dr. Harold 
L. Garbarino. 

The computer development section 
will investigate the use of telephone 


Systems as a 
general public, 
of Edward A. 
ager 


means of warning the 
under the supervision 
Roberts, assistant man- 
of the electrical engineering de- 
partment. 

Garbarino’s section will try to deter- 
mine the most effective and economical 
warning system for cities, based upon 
a signal transmitted by a power dis- 
tributing system. The study will in- 
volve consideration of a suitable signal 
receiver for use in homes, offices and 
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BY FRANCIS X. WELCH, WASHINGTON EDITOR 


Award contracts to investigate use of telephone systems and 
power lines to transmit warning signals in case of enemy 


attack. Comments on side 


strike convictions. 


issue 


of Southern Bell T&T 


FPC rules on accelerated depreciation. 


Socialists reported in state of disillusionment. 


factories, a device to generate a warn- 
ing signal, and problems in transmis- 
sion. 

Roberts’ section will investigate sys- 
tems that would permit sending out 
alarm signals without making the tele- 
phone system inoperative, except pos- 
sibly during the period of transmitting 
the alarm. The telephone systems study 
will be conducted under a $24,918 con- 
tract with the FCDA. 


The Dynamite Convictions 

It would be in questionable taste to 
comment at this time on the merits of 
the criminal prosecutions which de- 
veloped into the four recent convictions 
in Mississippi for a conspiracy during 
the Southern Bell Telephone & Tele- 
graph Co. strike of 1955. These four 
misguided individuals have been found 
guilty by a jury and sentenced by a 
federal court. That should be enough 
punishment without outsiders offering 
any further judgment on this regret- 
table occurence. 

But there is an important side issue, 
involving labor union responsibility for 
such actions during the strike, which 
should be remembered. It is a matter 
of court record that two out of four 
men convicted and sentenced for their 
part in this conspiracy were officials 
of the striking union. James Shelby of 
Silver Spring, Md.—sentenced to three 
years in prison and fined $1,000—was a 
strike director in Mississippi for the 
Communication Workers of America. 
Charles Perry of Jackson, Miss.—sen- 
tenced to two years in prison with a 
fine of $1,000—was president of the 
Jackson local of the CWA. 

One of the other convicted men was 
a former official of the Chicago local of 


the United Automobile Workers, 
Abbate, who was sentenced to three 
years and fined $1,000. The fourth 
member of the conspiracy quartet was 
an alleged ex-convict, Michael Falcone, 
of Chicago. He drew the lightest sen- 
tence of all, one year in jail. 


Louis 


In the face of this record it is hard 
to avoid the distinct impression that 
CWA officials were aware of what was 
going on. Yet it will be recalled that, 
notwithstanding dozens of acts of vio- 
lence and sabotage during the Southern 
Bell strike, union officials consistently 
disclaimed responsibility. 


Now, union officials are generally 
reputed to be honest and trustworthy 
men. When they say that their unions 
had nothing to do with such actions— 
that it was done without their knowl- 
edge, approval, or condonement—they 
are entitled to be heard. The big mys- 
tery arose then: Who was cutting 
cables? All of the happenings could 
not be merely coincidence. It was clear 
that dangerous hooligans were loose in 
the southern states with shotguns and 
axes; and that they damaged property 
and endangered lives of innocent peo- 
ple. 


In this department of TELEPHONY 
(issue of Apr. 16, 1955) this writer 
listed the following acts of violence 
taken at random from newspaper clip- 
pings: 





Bessemer 
places. 


, Ala.—Cable slashed in 15 


Birmingham, Ala. — House-burning 
death resulting from failure of fire call. 


Montgomery, Ala.—Professional type 


cable cutting. 
Birmingham, Ala. — Stink bomb 
thrown at telephone office. 
17 





Atlanta, Ga. — Telephone lineman 
wounded by gun fire. 





Columbia, S. C.—Co-axial cable dy- 


namited. 

Maryville, Tenn. — Exchange closed 
down to avoid bloodshed. 

Orlando, Fla. — Striker admitted 


cable cutting and local CWA president 
resigned in disgust. 


Yemember the crocodile tears which 
some union leaders shed about the cable 
cutting (on two occasions) to the 
Emory University Hospital at Atlanta, 
Georgia! 

temember the talk about the union 
offering a reward for information lead- 
ing to the arrest and conviction of per- 
sons responsible for such violence! 

Remember the union leader who made 
a speech to a picket line telling them 
that they were not ‘mad enough” be- 
cause pickets were too cordial with 
non-strikers! 

temember how a coaxial cable was 
dynamited in that area three hours 
later! 

Yes, we can well remember all these 
things the next time there is a strike 
involving such violence, followed by 
pious union denial of all responsibility 
and connection. We can hope and pray 
that there will be no next time. But 
if there is, we can also remember the 
convictions and sentencing of the three 
former union jeaders and the ex-con- 
vict by the federal district court at 
Jacksonville, Miss., on July 9, 1956. 

The Mississippi trials were held in 
federal courts because the alleged con- 
spiracy involved federal telephone in- 
stallations. Such cases are usually ex- 
ceedingly difficult to prosecute. In this 
situation, however, another Chicago ex- 
convict agreed to give evidence against 
the conspirators. 

The evidence in the trial disclosed 
that the CWA strike director, Shelby, 
went to Chicago in April 1955 to re- 
cruit dynamiters for a projected series 
of attacks on telephone repeater sta- 
tions in Mississippi. Shelby met with 
Abbate, Falcone, and Norman McLeod, 
the other ex-convict, in a Chicago sa- 
loon, supplying them with a map show- 
ing installations selected for bombing. 

McLeod, who was a government wit- 
ness at the trial, said he went to Mis- 
Sissippi with money supplied by Shelby 
and discussed dynamiting plans with 
Perry. Abbate and Falcone were ar- 
rested in Chicago a few days later 
when Abbate sought to sell information 
to the telephone company. 

“Had the conspiracy been completed, 
Mississippi would have been wiped off 
the face of the earth as far as tele- 
phone communications are concerned,” 
Federal Atty. Robert Hauberg told 
Judge Dawkins in opposing defense mo- 











REA Makes Loans in Illinois and Kansas 


Telephone companies in two states obtained loans totaling $1.970,000 
from the Rural Electrification Administration during the week of July 3, 
the U. S. Department of Agriculture announced on July 10. About 4,500 
farmers and other rural people in Illinois and Kansas will get dial serv- 
ice as a result of the loans. Details follow: 

Northern Illinois Telephone Co., Forreston, Il., on July 5 was allocated 
$1,606,000, first loan, to improve and extend rural telephone service in 
Carroll, Ogle, Stephenson and Winnebago counties. 


The berrower, a commercial corporation, proposes to convert its exist- 
ing system to automatic operation and add facilities to serve an addi- 
tional 231 rural families. At this time the company provides magneto 
and common battery service to 3.515 rural subscribers over 580 miles of 
line. Central offices are located at: Davis, Durand, Forreston, German 
Valley, Pecatonica, Shannon and Seward. 

Construction planned by the Northern Illinois company includes seven 
automatic central offices to replace the present offices, and 77 miles of 
line. The Forreston building will include space for commercial office 
facilities and storage room. 

Of the present line, 464 miles will be rebuilt for use in the expanded 
system, and 116 miles used in place. A portion of these loan funds will 
be used for refinancing existing indebtedness of the borrower. 

President of the company is LeRoy T. Carlson. Russell Stoner is the 
manager. 


Northern Kansas Telephone Co., Effingham, Kan., also on July 5 was 
authorized to borrow $264,000, its second REA loan. The borrower 
plans to use the loan funds to furnish service to 750 farm families and 
other rural residents in Jackson and Shawnee counties. Of those to 
benefit from the loan, 212 will get service for the first time. 

As a nucleus for the service, the Northern Kansas company proposes 
to acquire the Shawnee Telephone Co., now providing magneto service 
in and around Delia, Rossville and Silver Lake. In addition, it will aec- 
quire 11 miles of farmer-owned lines in the Delia community. These 
facilities are now serving 538 subscribers, including 28 switchers, over 
130 miles of line. 

New construction planned by the borrower includes automatic central 
offices at Delia, Rossville and Silver Lake, and 127 miles of line. About 
107 miles of the present line will be rebuilt, 14 miles used in the ex- 
panded system and the remainder retired. 

Loans to the Northern Kansas company to date total $1,434,000. These 
funds will enable it to provide dial service to 4,070 rural subscribers 
over 1,158 miles of line in Atchison, Jackson, Jefferson, Leavenworth, 
Nemaha, Pottawatomie, Shawnee and Wabaunsee counties. The completed 
system will consist of 16 exchange areas. 


Mr. H. H. Welsh is president and manager of the company. 








tions for probation. “Military prepared- 
ness would have been weakened con- 
siderably.” 


Accelerated Depreciation Ruling 

Telephone companies, just like any 
other corporate taxpayers, are entitled 
to use the liberalized depreciation de- 
ductions allowed by the 1954 revisions 
of the Internal Revenue Act. But be- 
cause telephone companies are public 
utilities, required by the regulatory 
commissions to keep their depreciation 
accounts along different lines, there has 
been some confusion. 

Some regulatory commissions look 
upon these smaller tax payments (re- 


sulting from liberalized depreciation) 
as simply a “deferral” rather than any 


tax “‘saving.”’ Others are not so sure. 


The Federal Power Commission, 
which has jurisdiction over interstate 
gas and electric companies, has _ re- 
cently ruled on how such companies 
shall keep their accounts. 


The FPC has affirmed its own pre- 
siding examiner’s ruling that natural 
gas companies, which elect to use the 
liberalized depreciation methods, al- 
lowed under the 1954 revisions to the 
Internal Revenue Code, may do so but 
should be required to account for and 
report to the FPC the amounts ac- 
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cumulated for federal income tax pur- 
poses. 

However, the FPC said that it was 
calling to the attention of Congress the 
question of whether the incentive pro- 
vided by Section 167 of the Internal 
tevenue Code “is necessary or desir- 
able” for the natural gas industry, “or 
will, in the long run, be as beneficial 
to the public interest as is the present, 
traditional method of treating deprecia- 
tion expense.” 

In affirming its examiner, the FPC 
said that it could “find no legal dif- 
ference between the problem now be- 
fore us and that which was presented 
to us by Section 124A (now Section 
168) of the Internal Revenue Code, per- 
taining to five-year amortization of de- 
fense facilities pursuant to a certificate 
issued by a defense agency of the 
United States.” 

The FPC also declared that a deci- 
sion of the U. S. Circuit Court of Ap- 
peals for the District of Columbia— 
in which FPC views (11 PUR 3d 113) 
was fully approved—‘is completely con- 
trolling in this matter.” The proceeding 
arose from a petition filed by nine 
Columbia Gas System subsidiaries re- 
questing a declaratory order relating 
to the methods of depreciation per- 
mitted by Section 167 of the Code. FPC 
Commissioner Connole dissented. 


The revised code gives companies the 
alternative of using either the “straight- 
line method,” whereby the property is 
depreciated at a uniform annual rate 
over its service life, or a “liberalized 
method,” under which the depreciation 
rate would be higher during the earlier 
years and lower during the later years 
of its life. 

The commission said that it is clear 
that the liberalized method would oper- 
ate to create a “deferral” of 
taxes. 


income 
It said that the mere fact that 
there may be continuing additions to 
plant, year by year, with the result that 
there will be a balance in the reserve 
account at all times in the foreseeable 
future, does not prove that there is no 
tax deferral. 

“On the contrary,” the FPC declared, 
“it proves that there is a continuing 
tax deferral so long as additional fa- 
cilities are being installed. This is pre- 
cisely what Congress intended.” 

Hence, the FPC continued, the ac- 
counting and reporting procedures pre- 
scribed in connection with accelerated 
amortization under Section 124A, (now 
Section 168) of the Internal Revenue 
Code appear to be appropriate and 
fully adequate in the instant situation, 
to insure against misunderstanding by 
investors or the general public and to 
maintain sound accounting methods.” 

The commission also said that “the 
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argument that the sums in the reserve 
account will rightfully belong to the 
rate payers, or that the rate payers 
will bear any burden they do not now 
bear, by reason of the creation of the 
reserve, is wholly erroneous,” and quoted 
from the Panhandle Eastern Pipeline 
Co. case (already noted above) to sub- 
stantiate the statement. 


The commission said that it could 
not strike down an Act of Congress 
“if we think it unwise or unnecessary 
to a particular industry, and enforce it 
only if it is in accord with our eco- 
nomic and regulatory philosophy.” 


The decision which the commission 
affirmed, filed by FPC Chief Presiding 
Examiner Edward B. Marsh, provided 
that the FPC’s Uniform System of Ac- 
counts and its annual report form no. 2 
should be amended to provide for ac- 
counting and reporting of the federal 
income taxes resulting from liberalized 
depreciation. 


It also provides that natural gas com- 
panies proposing to use the liberalized 
methods must notify the FPC of their 
intent to do so, and should be required 
to maintain subsidiary accounts nec- 
essary to permit identification of the 
annual additions to plant and _ the 
amounts accumulated as tax reserves 
applicable to these additions. 


Socialist Disillusionment 

It has been said, with a certain 
amount of rough truth, that there are 
only two places where socialism could 
be made to work: “Heaven, where they 
do not need it, and Hell, where they 
have got it.” Lord Winster, London 
correspondent for The Baltimore Sun 
daily newspaper, has recently been 
checking up on the attitude of the 
British Socialist party with respect to 
the nationalization of public utilities 
and other industries—now that they 
have been out of office during the 
Churchill-Eden regime. 





It is an interesting fact that the 
Socialist Labor party seems to be quite 
disillusioned with the accomplishment 
of nationalization to date, and more or 
less split on the wisdom of any further 
adventures in that direction. 


Checking a recent symposium of 
views expressed by various Labor party 
leaders in a work entitled, ‘Twentieth 
Century Socialism,” Lord Winster finds 
that the majority of those now control- 
ling the policies of the British Labor 
party have thrown overboard the ob- 
jective of universal nationalization of 
industry. 


There is only one segment of the 
party holding out—the Bevanites. They 
still believe in the ultimate and inevit- 
able accomplishment of industrial na- 
tionalization just as there are still some 


curious people in the world today who 
believe that the world is flat. 


The published symposium, however, 
acknowledges the evident, if not un- 
palatable, fact that there has been a 
“loss of faith in common ownership.” 
Lord Winster agrees with this entirely, 
and says that the loss of faith is most 
obvious among workers in those indus- 
tries which have been nationalized— 
especially the British coal miners. For 
them nationalization, when it was a 
radiant hope and not a melancholy 
fact, was the light at the end of the 
tunnel, the dawn breaking over the 
hills, the turn in the rough road. Those 
who consoled themselves with these 
mirages were so convinced nationali- 
zation would work, and that to think 
otherwise was blasphemy, that they 
had never exercised any thought on 
how it would be worked. 


Lord Winster’s report to the Sun 
newspaper on this disillusionment con- 


tains the following picturesque passage: 


“They (the workers) seem to have 
believed that there would be no more 
bosses but every man would be his own 
master, and that they would share the 
proceeds of the industry among them. 

“To their disappointment and dis- 
gust they find they have but exchanged 
King Log for King Stork, and that the 
National Coal Board is a master with 
ideas on discipline and _ productivity 
just as much as ever were the private 
owners. 

“The only difference, as far as the 
nation is concerned, is that the board 
is far less efficient than were the old 
owners. Coal is now scarce, expensive 
and often poor in quality, and ‘we im- 
port it instead of exporting it to the 
tune of millions of tons a year as we 
used to do to the great benefit of our 
balance of payments.” 


Disillusionment nationalization 
among the Socialists in Great Britain 
has characteristically led to a new twist 
in the party line. The new idea, in 
many respects, is even more abhorrent 
from the standpoint of private enter- 
prise than outright nationalization. The 
Socialists (other than the Bevanite 
wing) would now substitute a new 
thing they call “public control” instead 
of outright public ownership. The idea 
would be to sneak the government into 
the corporate control of various indus- 
tries and enterprises by seizure of stock 
ownership. 


This would be done automatically 
and not so gradually by raising in- 
heritance taxes to 100 per cent. In this 
way the government would become, in 
a very short time, the holder of large 
amounts of stock and shares and there 
would be government directors in all 
big industries just as the British gov- 
ernment now sits in control of the 


over 


(Please turn to page 45) 
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MERCHANDISING— 
Defined 


By THEODORE S. GARY 


S YOU KNOW, the term mer- 
chandising, at least as it applies 


to the telephone industry, is a 
relatively new concept, but in a few 
short months it has captured the fancy 
of telephone people throughout the 
country and today it is a very popular 
term in telephone parlance. As a mat- 
ter of fact, it is almost impossible to 
leaf through a trade journal or sit in 
on a conference of telephone men with- 
out seeing or hearing something about 
merchandising. 

In spite of the fact that the word 
merchandising is now an integral part 
of our vocabulary, I’m not at all cer- 
tain that we are in complete rapport 
when we use it in our speech. The 
meanings and interpretations attached 
to merchandising are manifold, and I’m 
almost certain that I would hear 10 
distinetly different answers if I asked 
10 of you for a definition of the term 
as it applies to our business. 

Many management people, fascinated 
by rather glowing accounts of mer- 
chandising, look upon it as a magical 
cure-all for their company’s sales prob- 
lems, although they are not quite sure 
how the cure should be administered. 
Others, not as easily impressed, con- 
sider merchandising as simply a rather 
ethereal synonym for sales, and know- 
ing that a good manager should keep 
pace with industry change, blithely re- 
label their sales group the merchandis- 
ing department. 
that you wouldn’t accept 
these interpretations any 
I would. And I’m equally 


I’m sure 
either of 
more than 


Mr. Gary is vice president in charge of mer- 
chandising of General Telephone Corp., New York 
City. 
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Described 


sure that you realize that a merchan- 
dising program implemented on either 
basis could only lead to frustration and 
a complete waste of time and money. 
There are other definitions, less ludi- 
crous perhaps, but still diverse enough 
to cause confusion. It would be well, 
therefore, before proceeding further, 
to define merchandising as we see it in 
the General Telephone System. 
Merchandising, to us, involves a care- 
ful examination of all phases of the 
marketing process including (1) mar- 
ket research, (2) product design, (3) 
pricing, (4) advertising and promotion, 
and (5) distribution, for the purpose 
of suggesting means of modifying or 
improving any of these elements. So 
you according to our definition, 
merchandising is a much broader term 
than simply sales or sales promotion, 
embracing the whole process of getting 
our product from its raw state into the 


see, 
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Defended 


hands of our customers who will use it. 

Let’s take a closer look at each of the 
functions of merchandising that I have 
just mentioned to see specifically how 
it applies to our operation. 


Market Research 

Using accepted research techniques 
to probe and explore our market, we 
hope to ascertain fairly precisely what 
our customers want in the way of tele- 
phone service, what price they will pay 
for it, what quantity they desire and 
when they want it. 

Probably one of the most grievous 
that the average businessman 
can make is to assume that because he 
and his staff react favorably or un- 
favorably to a particular product or 
service, the consumer will react in the 
same fashion, and yet, as far as I] 
know, we in the telephone industry 
have never operated differently. For- 
tunately for us, the fantastic postwar 
demand for almost any kind of tele- 
phone has given most of us 
more business than we have been able 
to handle, and we have been able to 
grow and prosper without considering 
what the customer really wants. 


errors 


service 


But now we are on the threshold of 
a new era, and with the inevitable bal- 
ance of supply and demand imminent, 
we must look to extension telephones, 
other existing supplemental items of 
equipment and new products and serv- 
ices to enhance our revenues. It is 
important to note that once the cus- 
tomer has his primary telephone he is 
a far more discriminating buyer, and 
unless we offer him the supplemental 
products and services that he actually 
wants, rather than those we think he 
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should have, we’re not going to do a 
very effective sales job. 

Before leaving market research, I’d 
like to point out that we do not see it 
as a “one-shot” as we know 
that our market is in a constant state 
of flux, and the information we de- 
velop initially will become outdated 
very quickly. As a matter of fact, it 
has been said that the only thing con- 
sistent about the market is its 
sistent inconsistency. American 


process, 


con- 
con- 
sumers through the very dynamics of 
capitalism have been taught to expect 
that the businessman, hoping to gain 
their favor, will cater immediately to 
their every whim and fancy. 
quently, what they desire as a con- 
venience today will be considered an 
absolute necessity and the 
products and services they acclaim to- 
day will be ridiculed tomorrow. 


Conse- 


tomorrow, 


No, a single stab at market research 


can only lead to confusion, and we 
know that it will take a number of 
starts and failures to first find the 


pulse of our market and then constant 
surveillance to record its changes. 


Product Design 

When I cite product design as one 
of the functions of merchandising, I 
don’t mean to imply that we will actu- 
ally do design work. But through sur- 
veys and interviews we hope to develop 
information that will enable the manu- 
facturer to deliver a product that will 
be more desirable to the consumer. 
Actually, this information can only be 
obtained through market research, and 
for that reason it is probably not de- 
serving of a separate classification; but 
it occurred to me that I could describe 
more accurately the work we plan to 
do in General if I made this distinction. 

Perhaps I can point out a little more 
clearly how I feel our merchandising 
group can be helpful in product design 
by telling of the results of a couple of 
preliminary surveys that I saw a short 
time ago. I’d like to emphasize the fact 
that these preliminary 
and as such the results cannot be con- 
sidered conclusive, but nevertheless, 
they do dramatize the need for con- 
sulting the consumer. 


surveys were 


tecently, a number of customers 
were asked, “If you had your choice, 
what color telephone would you pre- 
fer?” Remember, they were not asked 
which of the existing colors they pre- 
ferred, but rather which color out of 
the entire spectrum they preferred. 
Strangely enough, it wasn’t red or yel- 
low or any of the existing colors for 
that matter, that proved to be the most 
popular choice. It was white—not ivory 
—but pure white. Why? 
is simple enough. They 
telephone located in the 


JULY 21, 1956 


The answer 
wanted the 
kitchen and 








G. Howard Briggs, general commercial manager of General Te!>phone Corp., and 
B. C. Ames, assistant to Theodore S. Gary, General’s vice president in charge of 


merchandising, inspecting display of colored telephones. 


pure white would match the color of 
their appliances. 
Another survey indicated that the 


dial light instrument is not, in its pres- 
ent form, really what the customer 
wants. They complain that they can- 
not find the telephone in the dark, and 
as the dial light operates only when 
the receiver is lifted, they must turn 
on a room light to find the telephone. 
According to information I have re- 
ceived, the manufacturer is working on 
a modified version, incorporating a 
switch-operated night light to 
come this alleged deficiency. 


over- 


Of course, our hindsight, which for 
some reason, is always amazingly clear, 
encourages us to say, “I wonder why 
no one thought of these things before— 
’ But unfortunately, our 
foresight has generally been something 
less than 20/20, and while we do not 
expect our merchandising group to be 
clairvoyant, we do hope that they will 
provide a correction that will enable 
us to picture our customer’s wants and 
desires more clearly. 


it’s so obvious.’ 


While I’m on the subject of product 
design, I’d like to make a couple of 
comments that I hope you will think 
about. 


As we get to know and understand 
customer a little better, I feel 
quite certain that we will find he is 
interested in equipment that many tele- 
phone people, long used to saying “No,” 
will immediately oppose as unnecessary 


our 


gadgets or foreign attachments, 
tending that they cannot 
because they would violate some ana- 
rule or principle that 
been followed faithfully, and I might 


add in many cases blindly, for years. 


con- 
be provided 


chronistic has 


I can’t emphasize too strongly the need 
to avoid this 
certain 


reaction, as it 
death to a 
ing program that is dependent, in the 
final analysis, imagination and 
conceptual thinking for its success. 


negative 
means mercnandis- 


upon 


A number of examples can be drawn 
from the history of American business 
that clearly dramatize the fallacy of 
negative thinking, but perhaps the best 
known example concerns the 
versial Henry Ford. During the early 
1920’s, Mr. Ford steadfastly refused to 
heed the advice of his designers, who 
practically pleaded with him to improve 
the design of his Model T and equip 
it with of the that 
were becoming standard equipment on 
competitive cars. The recalcitrant Mr. 
Ford stated publicly that he was selling 
transportation, not luxury, and only in 
black. By adhering to what was obvi- 
ously a_ short-sighted 
jected his 
blow from 
recovered. 


contro- 


some accessories 


policy he sub- 
company to a competitive 
which it has never fully 

I believe our situation today is some- 
what analagous to Mr. Ford’s situation 
in the ’20s. For years we have offered 
communication—and only in black. To 
change completely from this philosophy 
will be exceedingly difficult, but I feel 
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that it is imperative if we hope to 
capture the favor of our consumers. 


Pricing 

This is another function that re- 
quires explanation. It is obvious that 
we will not be in a position to establish 
firm prices for new products or serv- 
ices. That is a job for the commercial 
department. However, we must con- 
sider price when we attempt to develop 
the market potential for a new product 
or service. The demand curve for any 
product generally varies inversely with 
price and it will be our job to establish 
demand curves for proposed products 
or services at various prices and then 
check with the manufacturer to see 
whether or not we can provide them 
profitably. 


Advertising and Promotion 


Effective advertising and promotion 
are indispensible concomitants of a 
well-rounded sales program and while 
it is the responsibility of our commer- 
cial department to arrange for adver- 
tising and promotional material as they 
see fit, it will be our job to measure its 
effectiveness or impact and try to de- 
termine ways to improve it. Most mar- 
keting authorities will agree that more 
money is wasted or lost through in- 
effectual advertising and promotion 
than in any other phase of the total 
business operation. While I certainly 
do not intend to be critical of our ad- 
vertising people, because I firmly be- 
lieve they have done an excellent job, 
I’m convinced that our merchandising 
department, by studying and analyzing 
our customer reaction, can help them 
do a better job. 


Let me cite an example. For years 
it has been the policy of almost every 
telephone company in the industry to 
advertise the cost of an extension tele- 
phone in such nebulous terms as “a 
few pennies a day” or “less than the 
cost of a postage stamp each day.” Now 
this approach may be all right for 
“Honest John,” the used car dealer, 
who has no compunction against using 
“hocus pocus” to saddle the unsophisti- 
cated buyer with a burden he never can 
carry, but I’m not at all certain that 
it is the correct approach for us to 
follow to sell extension telephones cost- 
ing less than $1.00 a month. 

Again, a preliminary survey has in- 
dicated that many of our customers do 
not have any concept of the cost of an 
extension telephone. Most of those 
queried indicated that they thought the 
cost was much higher than the actual 
rate. As in the earlier example, we 
realize that further study is needed be- 
fore we can reach a final decision, and 
we have initiated plans to make such 
a study in the very near future. 
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Distribution 


Confronted with an almost insatiable 
demand for service, telephone com- 
panies have, over the years, been con- 
tent to wait for the customer to come 
to them. Now, with continued emphasis 
being placed on selling, we feel that it 
is time to think conceptually in an ef- 
fort to discover other channels of dis- 
tribution besides the local business of- 
fice. 

One of the most intriguing possibili- 
ties that we see at the present time is 
the modern supermarket. Can we set 
up an attractive display of colored 
telephones in the busy supermarket, as- 
sign an attractive commercial girl to 
attend it, and successfully talk Mr. 
and Mrs. Consumer into an impulse 
purchase of an additional telephone for 
their home? We think we can, and be- 
lieve that our chances for success will 
be increased considerably if we can let 
the housewife look over all of the 
colors, select the telephone she wants, 
make an installation appointment, and 
then take the telephone home with her. 
We also feel it will be helpful if we 
can work out a budget arrangement 
enabling the purchaser to spread the 
one-time installation charge over a pe- 
riod of months. 

A little longer range perhaps, but 
still worthy of mention is the possibil- 
ity of working with contractors in an 
effort to get new homes completely pre- 
wired for telephone service with out- 
lets for a telephone in every room. 
Consider for a moment the number of 
electric outlets in the average new 
home. Why can’t we have the same 
sort of an arrangement with telephone 
wiring? 

One telephone company has already 
gone a step farther and arranged to 
have a few new homes completely 
equipped with telephone service, includ- 
ing several extensions in color, before 
the home is placed on the market. The 
cost of the initial installation and one 
year’s service is included in the mort- 
gage. 

Undoubtedly you can think of other 
ideas along this line for there are many 
other possibilities; but these two ex- 
amples should give you some idea of 
what we in the merchandising group 
are looking for in the way of improved 
distribution. 

Well, in short, that just about de- 
scribes how we see merchandising fit- 
ting into ous operation in. the General 
Telephone System. From this brief 
description, it is apparent that the job 
we plan to do will in no way duplicate 
the functions of any other department 
in our organization, although it will of 
necessity require very close cooperation 
to be successful. Recalling our original 
definition, our job then is to search for 





ways to improve all of the functions 
of the marketing process, and to co- 
ordinate the activities of our operating 
departments as they carry out these 
functions so that we do the most ef- 
fective job possible of getting the right 
products to the right places at the right 
time in the right quantity and at the 
right price. 


Will Cost Money 


You will recall that I titled this 
article ‘Merchandising: Defined, De- 
scribed, and Defended.” I have defined 
merchandising as we see it in the Gen- 
eral Telephone System. I have de- 
scribed the way we plan to operate and 
some of the things we hope to accom- 
plish. Now, remembering that we want 
to operate our business as efficiently 
and profitably as possible, and realizing 
full well that however we look at it, 
our merchandising program is going to 
cost money, I feel that I should defend 
the expenditure required. 

I touched on this subject earlier 
when I mentioned that once the con- 
sumer had his primary installation he 
became a far more discriminating 
buyer. Now I’d like to elaborate. 

Generally, when we think of our to- 
tal market we think of it as being sub- 
divided into the following segments— 
residence, residence rural, small busi- 
ness and large business. I think it is 
important to recognize that there is 
another major division that can be 
made, not as clear cut perhaps, but 
very real, nevertheless, and funda- 
mental to the telephone company in- 
terested in a sales program. 

At the present time 72 per cent of 
the American homes have primary tele- 
phone service. By 1965 statisticians 
estimate that 83 per cent of our homes 
will have at least one telephone, and 
I think that you will agree that by far 
the great majority of these telephones 
will result from unstimulated demand 
installations—that is, customer initi- 
ated requests for service. Generalizing, 
it follows that the average telephone 
company should be able to sell at least 
one telephone to 70 to 80 per cent of 
the families in their operating territory 
without any sales effort. Of course 
there are exceptions, but, on the whole, 
I believe this is a reasonably safe con- 
clusion to draw from these statistics 
because the average person considers 
the primary telephone a necessity to 
insure protection of the family and the 
home. 

This, then, is one division of the 
market — the primary installations 
which are generally considered necessi- 
ties. Here the customer doesn’t have 
much choice. The exclusive franchise 
that we enjoy precludes him from shop- 
ping around. He is ours with no sales 

(Please turn to page 30) 
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of the ordinary happens in almost 


L SEEMS that when anything out 

any community at the present time 
nearly everyone tries to make a tele- 
phone call. This practice applies when 
a storm approaches and would no doubt 
be even worse in the event of an earth- 
quake, fire, bombing, or any major 
emergency. 

When an abnormal number of people 
attempt to make a telephone call at 
one time, the average switching system 
becomes so overloaded and jammed that 
no one can obtain any service. This is 
understandable as the average commer- 
cial system cannot be economically en- 
gineered to handle these abnormal traf- 
fic peaks. 

Perhaps the only answer to this 
problem is to provide some type of load 
control. 

This can be accomplished by modify- 
ing the switching equipment so that 
in the event of an emergency of any 
type, a switch may be operated and all 
except a small number of selected tele- 
phones are barred from originating 
This will not bar any of the 
telephones on the system from receiving 
calls at any time. 


calls. 


With this load control feature in op- 
eration, important telephones, such as 
those for doctors and hospitals, will be 
able to originate calls at all times. 
Other telephones of lesser importance 
will be barred from originating calls at 
certain intervals. 

For example, a group of residence 
telephones may be barred from orig- 
inating calls for a period of 30 minutes. 
They will then be permitted to orig- 
inate calls for a period of 15 or per- 
haps 30 minutes. 

These groups may be arranged so 
that during the time one’s own tele- 
phone is restricted the next-door neigh- 
bor’s will be able to make calls. 

If this system of load control is care- 
fully planned, it should provide essen- 
tial communication for everyone, even 
during a major disaster. 


form of restriction is not 
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If some 





used, the system will be jammed by an 
overload during any emergency and no 
one will be able to obtain service. 

We are of the opinion that some 
form of load control must be provided 
on all important public telephone sys- 
tems in the not-too-distant future. 


We noticed the back of a truck in 
New York City recently which carried 
a sign in the center of which was the 
word “THINK” in big letters, on the 
left side “PASS,” and on the right side 
“DANGER.” 

* 


Modern school and conference rooms 
are usually equipped with some type of 
blackboard. Some are white and make 
use of black chalk. At best, either type 
is a messy and dusty proposition. There 
is no doubt that this is a carry-over 
from the days of the “little red school- 


house” and the red-bound slate. 


Some modern conference rooms have 


an easel on which is mounted a large 
pad of white paper, three feet square 
or larger. This is written on with a 
large black pencil. When a page is 
filled, there is no bother with erasing 
and the sheet is merely turned over the 
back of the easel which exposes another 
clean sheet for use. 

This is certainly more convenient 
than the old style blackboard with its 
messy chalk and felt erasers. 

e 


Ohio Bell Telephone Co. has installed 
easily read metal address tags in their 
outdoor-type telephone booths where 
the location is not readily identified. 
These plaques are mounted directly 
above the coin telephone inside the 
booth within easy view of the caller. 

When necessary to call for a tow 
truck, ambulance or police, the party 
in trouble can advise the person with 
whom he talks of his exact location. 

This is a small item, but one that 
will certainly do a lot of good and it 
is just another service being furnished 





by the telephone company for the bene- 
fit of the general public. 
e 
Co. 
tele- 
Ste. 


Bell 
first 


system in 


The Michigan 
has installed its 
phone reporting 
Marie. 

If a person wants to report a 
bery, a fire, or an accident, he merely 


Telephone 
emergency 
Sault 


rob- 


goes to the nearest bright red telephone 
box, usually placed on a telephone pole, 
pulls open the door, lifts out the hand- 
set and tells the policeman at the 
headquarters switchboard his trouble. 

If the citizen is reporting a fire, the 
police officer relays the call to the fire 
department and the proper equipment 
is dispatched. If it is any other kind of 
emergency—maybe a hurried call for 
an ambulance—the officer at the switch- 
board will handle it accordingly. 

By the use of this direct-call method, 
the reporting person can describe the 
exact nature of the emergency, 
the precise location, and get the proper 
equipment on its way in a minimum 
length of time. 

The new telephone system replaces 
the old pull-type box alarm setup which 
had been in service in Sault Ste. Marie 
for many years. 


give 


We hear a lot these days about cre- 
ative thinking and what 
done to stimulate it. The Navy has 
developed a technique called “brain- 
storming” which is based on the theory 
that half-baked better than 
none at all. 


should be 


ideas are 


The object is to get started thinking 
—even if wildly and freely—on the 
theory that you will improve later. In 
other words, any idea is better than 
no idea at all. 

We are belief that In- 
dependent telephone men are never 
short of ideas, and that they do 
have creative-thinking ability. This is 
proved, we believe, by the fact that 
so many great advances in communica- 
tions have been developed in the Inde- 
pendent field. 


firm in our 
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VERY telephone operator who has 
served in the industry for any 
length of time, including super- 
visors and small town chief operators, 
has at some time or another experi- 


enced the frustrating experience of 
dealing with an intoxicated person, a 
“telephone-happy” teen-ager, or person 
who uses the telephone as an outlet for 
fears and anxieties which are perplex- 
ing him. 

A short time ago a friend of mine 
sent me a clipping from the “Indian- 
apolis News” by Phyllis Battelle in 
which the writer states, “Telephoning 
Bares Your Inner Self.” It is such an 
interesting explanation of why people 
do some of the things they do in con- 
nection with the use of the telephone, 
I thought you, too, might enjoy it and, 
the next time you encounter such a 
telephone user, you may be better able 
to cope with the situation. 


According to Miss Battelle, “As any- 
one old enough to read and worry is 
aware, the things we do and don’t do in 
this life are mostly all manifestations 
of bio-psychic urges, schizo-somatic re- 
gressions, pleasure and pain principles. 
Or some such.” 

But what few had known until now 
is that the way one talks on a tele- 
phone is a key to his inner neurosis. 

This was revealed recently, to the de- 
light of Freudians everywhere, by a 
Dr. Herbert I. Harris of Massachusetts 
Institute of Technology. Harris says 
that the ordinary home telephone 
brings out, in many of us, the most 
significant subconscious revelations. 

There are two abnormal uses of the 
telephone: ‘Telephone anxiety” 
“telephone euphoria” (happiness). 


and 


Only males have “fear accompanying 
the use of a telephone,” according to 
Dr. Harris’ studies. And he adds “all 
the patients who reported this fear 
were over-attached to their mothers.” 

The good psychoanalyst did not ex- 
plain this. But if there’s a mother 
complex, it probably indicates the fear- 
phoner shies away from the receiver 
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rae Operator's 


Corner 


By MAYME WORKMAN — TRAFFIC EDITOR 


because it is likely to contain the small 
voice of a girl, asking him for a date— 
and men strongly attached to their 
mamas don’t like to get involved with 
girls much. 

On the other hand, the euphorial—or 
dial-happy —telephoners are a much 
larger group, and mostly made up of 
schizophrenics, alcoholics and 
agers. 


teen- 


These folks have, says Dr. Harris, 
“eyclical disorders. As their euphoria 
increases, they make telephone calls of 
increasing long distance and duration.” 

This suddenly makes clear a great 
many mysteries of life that have 
troubled parents of teen-agers, friends 
of schizophrenics, and victims of alco- 
holism for years. It also may make 
many long-distance operators decide to 
quit work and take up housekeeping. 

It is believed that the teen-agers use 
telephones excessively because it gives 
them “a feeling of power,” the analyst 
reports, in an insecure growing-up 
world. 

The schizophrenics (split personali- 
ties) and alcoholics, on the telephone, 
are probably seeking not so much 
power as approval and the security of 
friendships. The reason they call long 
distance so frequently, possibly, is that 
subconsciously they realize that the 
way they’re behaving — “well, there’s 
not much approval to be had close to 
home.” 


So—as the teen-agers say, “You’ve 
had it.” But remember, the opinions 
expressed are those of Dr. Harris and 
Phyllis Battelle, and not my own. 


I think one more category could have 
been added, from my past experience 
as an operator, supervisor and chief 
operator, and that is, dope addicts. 
When I was evening chief operator, 
during the busiest part of the evening, 
I was sure to receive a call from a 
subscriber who was a dope addict, ac- 
cording to all reports. Her conversa- 
tion didn’t make sense at any time. She 
had obtained my name from some 
source and always asked for me per- 


sonally. At first I tried to appease her 
and when all methods failed, I cited the 
case to the chief operator in charge of 
the exchange. She talked to her several 
times and like myself, finally gave up 
and reported the case to the manager. 
After a personal call to the subscriber, 
she was given the alternative of having 


her telephone removed or desisting 
from annoying us. 
Experienced operators and_ super- 


visors have dealt with all types of sub- 
scribers and make a sincere effort to 
appease the most trying ones, but we 
must admit there are a few cases, like 
the one cited, that are hopeless. We 
may be thankful such cases are infre- 
quent so we don’t have to worry too 
much about operators throwing up 
their hands and taking up housekeep- 
ing, at least not for such a reason. 


Traffic Questions 


(1) On ealls from coin stations sub- 
ject to the Municipal Utility Tax, does 
this tax have to be separated from the 
Federal Tax? 


(2) Where is the amount of the 
Municipal Utility Tax shown on the 
toll ticket? 

(3) If Western Union requests the 


operator to collect a utility tax, how 
should the operator proceed? 

(4) How should the operator quote 
a rate or charge from a non-coin tele- 
phone which may the 
corporate limits? 

(5) What will the operator do when 
the customer asks for the specific 
amount of the Municipal Utility Tax, 
or regarding the application of the tax 
on a particular call within the cor- 
porate limits? 


be located in 


Answers are presented on page 30. 


Okla. Company Incorporates 


Grand Telephone Co., Inc., formerly 
the Jay (Okla.) Telephone Co., recently 
incorporated in order to become eligible 
for an REA loan, it was reported on 
June 30. Kenneth Aubrey is president 
of the newly formed corporation. 
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well, sonny, this is the way we tell how long the pole will last 





...and PENTA really makes ’em last! 


When this youngster asked why we were drilling a hole in 
the pole. I knew the simplest answer I could give him 
would bring on another question . .. and it did. 


Of course, it wouldn’t be so tough to explain to another 
utility man why we drill holes in our poles. You see, my 
company protects all its poles with PENTAchlorophenol 
preservative. With PENTA, you can actually measure the 
amount of protection that’s left in a pole at any particular 
time by analyzing borings taken from the pole. 


That way, we know how well protected a pole is when we 
buy it, and we can check it anytime afterward to measure 
its remaining service life. Takes the guesswork out of 


you can depend on DOW CHEMICALS 


maintenance and replacement planning for our company. 


There are a lot of other reasons why we use PENTA-treated 
poles. Under any soil or climatic condition, they last for 
years and years. They're clean—present an attractive 
appearance, are easier to handle, install and climb. 


You'd think all these PENTA advantages would cost quite 
a bit, but they don’t. You can buy PENTA-treated poles for 
the same price you'd pay for poles treated with ordinary 
preservatives and you can get them from pole suppliers 
all over the country. Why not find out more about them? 
Write to THE DOW CHEMICAL COMPANY, Midland, Michi- 
gan, Dept. PE982C. 
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A Lenkurt 45A Carrier System is 
your next logical step if you need 
to expand beyond the capacity of 
your present low-frequency car- 
rier. Using Type 45A, you can add 
up to 12 channels above existing 
low-frequency systems. It’s easy, 
quick, and inexpensive—and fre- 
quently requires no additional car- 
rier transpositions. 


Lenkurt’s “‘carrier interconnec- 
tion” concept—foundation of the 
45 “universal” class of carrier sys- 
tems— provides interconnection at 
carrier frequencies. Open-wire, 
cable, and radio systems can all be 
joined in one network, without 
expensive back-to-back equipment 
arrangements normally necessary. 
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THERE’S ROOM FOR EXPANSION IN THE 





“HIGH” RANGE 


Lenkurt Type 45A carrier also 
offers these advantages: 


@ proves in over distances less than 15 
miles in competition with new open- 
wire construction 

e meets performance standards for 
long-haul systems 

@ coordinates with other long-haul sys- 
tems 

@ convenient miniaturized components 
— plug-in sub-assemblies — simpli- 
fied maintenance 


Vine) Wale ELECTRIC 


Originators of the dial telephone + Pioneers in automatic control 


If you need high-frequency car- 
rier, investigate Lenkurt Type 45A 
open-wire carrier. Write today for 
complete information. Address: 
Automatic Electric Sales Corpo- 
ration, 1033 West Van Buren St. 
(HAymarket 1-4300), Chicago 7, 
Illinois. In Canada: Automatic 
Electric Sales (Canada) Ltd., 
Toronto. Offices in principal cities. 














Independent and Bell Merchandisers Confer. Left to right: J. W. Cook, R. A. Lumpkin, B. C. Ames, Earle G. Bellamy, Carl 
D. Brorein, Jr., Robert P. Judy, L. D. Densmore, J. M. Shaw, L. F. Roberts, W. H. Doherty, J. H. Paige (partially obscured), 
F. C. Smith, J. J. Hanselman, Orla L. Moody. 


USITA-Bell Merchandising Groups Meet 


hensive merchandising program 
for the Independent telephone in- 
dustry is expected to result from the 
first meeting of the United States In- 
dependent Telephone 
newly organized Merchandising Com- 
mittee. The meeting was in the form 
of a conference with Bell System offi- 
cials in New York on June 18, at which 
time members of the committee were 
given an interesting and informational 
briefing by AT&T’s top men in the 
merchandising and commercial fields. 
USITA’S representatives carried 
away with them several concrete sug- 
gestions, which will be passed on in 
more detail at a later date to all Inde- 
pendent companies, and which are ex- 
pected to aid our companies materially 
in planning for future selling activities. 
Members of USITA’s committee in 
attendance were: Col. L. D. Densmore 
of Lincoln, Neb., chairman; Earle G. 
Bellamy of Knoxville, Ia.; Carl D. 
Brorein Jr. of Tampa, Fla., and R. A. 
Lumpkin of Mattoon, Ill. Theodore S. 
Gary of New York City was unable to 
be present and represented by 
B. C. Ames. 
Also 
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\* EXPANDED and more compre- 


Association’s 


was 


present were R. E. Jones, as- 


sociated with Chairman Densmore, and 
Leon F. Roberts of Washington, D. C. 

AT&T officials in attendance were: 
Robert P. Judy; Orla L. Moody; John 
J. Hanselman; J. W. Cook, vice presi- 
dent in charge of merchandising; F. C. 
Smith; W. H. Doherty; John M. Shaw; 
and J. H. Paige. 


Among other things, it was decided 
to work out a system whereby results 
of market research and public opinion 
surveys conducted by the Bell System 
will be made available through the as- 
sociated companies to Independent com- 
panies. It was felt that these survey 
results would be helpful in guiding the 
Independents in establishing sales poli- 
cies and in formulating merchandising 
programs. (It was emphasized, how- 
that the Bell territory surveys 
might not accurately reflect marketing 
possibilities and public opinion in In- 
dependent areas, and the committee is 
exploring a suggestion that it conduct 
certain representative surveys of its 
own through the medium of a sample 
selection of Independent operating com- 
panies. ) 


ever, 


General information regarding these 
studies and all other phases of mer- 


chandising activities will be dissemi- 


nated by the USITA’s member letters, 
and companies who desire more detailed 
and specific information will be able to 
obtain it by contacting their Bell Sys- 
tem connecting company offices. 

AT&T’s merchandising specialists in- 
formed USITA’s committee that, in 
their book, effective merchandising 
means “meeting existing wants, creat- 
ing and satisfying additional desires 
at prices the customers are able and 
willing to pay, at a good profit.” 

Suggested markets with profit possi- 
bilities included the following: 


Complete home service: 
Bedroom—kitchen—nursery. 
Upgrades—second lines. 
Intercom—central ringing. 

Hands-free telephoning. 

Automatic answering. 

Improved public telephone service. 

Improved rural telephone service. 

Announcement services. 
Weather—time—news. 
Management announcements. 

Closed circuit TV for industrial and 

educational use. 





Certain 
laid before 


statistical information was 

USITA’s committee to as- 
sist them in helping Independent com- 
panies to better plan for the future. 
The Bell officials said that in 1941, 37.1 
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Type VII: direct earth burial 


Type Ill: aerial and duct 
installations 








GENERAL CABLE 
QUALITY... 


SUPERTEL 


THERMOPLASTIC 
TELEPHONE CABLE 





Superior electrical quality and tough, 
high-molecular-weight polyethylene 
jacket ensure permanent high quality 
transmission. Withstands abrasion, 
bending, effects of sunlight or 
chemicals, low temperature 
deformation or cracking. 


Distributed through 
Automatic Electric Sales Corporation. 


GENERAL CABLE CORPORATION 
420 Lexington Avenue 

New York 17, N.Y. 

Offices and Distribution Centers 
Coast-to-Coast. 
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per cent of the homes in Bell territory 
had telephone service; in 1956, the per- 
centage was 76.5, and it is estimated 
that by 1960 the figure will have grown 


to 85 per cent. Of the system’s resi- 
dence subscribers, 84 per cent of the 
homes have one telephone, and 16 per 
cent have two or more telephones. 

Considerable emphasis is given to the 
potential profit in additional telephone 
sales. In Baltimore, 80 per cent of all 
new homes now are being pre-wired for 
telephone service. After the homes are 
occupied a special sales force follows 
through. As a result, these salesmen 
are selling 2.17 telephone instruments 
per home. 

The enormous market for extensions 
(now designated by some companies as 
“additional telephones’) is demon- 
strated by the fact that there are 70 
million bedrooms in Bell System homes, 
and surveys have shown that those who 
desire additional telephones want them 
placed as follows: 


In the bedroom—47 per cent. 
In the kitchen—18 per cent. 
In the basement—15 per cent. 


When it comes to colored telephones 
the housewives’ preferences are: 


(1) Rose pink—19 per cent. 
(2) Aqua blue—16 per cent, 
(3) White—14 per cent. 
(4) Ivory—10 per cent. 


The three basic steps taken by mer- 
chandisers in selling are: (1) Testing 
product and market; (2) assuring sup- 
ply; and (3) promoting and selling. 

In planning future merchandising 
programs, consideration is given to the 
population growth and the growth of 
new homes being built annually all over 
the country. 

Provision of more individual line fa- 
cilities, improved public telephone serv- 
ice to stimulate the usage of public 
telephones, and directory advertising 
selling are regarded as having a great 
potential for increased revenue. 

Said one spokesman: “We are con- 
vinced that all companies must gear 
their expansion and investment pro- 
grams to provide more private line 
service. We know that if we don’t pro- 
vide the type of service the customer 
wants he is going to get it somewhere 
else. Many large concerns have demon- 
strated this recently by putting in their 
own microwave systems.” 

Another official said: ““We are en- 
visioning the day, and that isn’t too 
far away, when we will do more pack- 
age selling. For example, suppose a 
customer has one telephone in his house 
for $5.00 a month. We will say to him: 
‘We will provide you with three ftele- 
phones in your home, an intercommuni- 
cating system, and perhaps even door- 
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bell answering service, all for the price 
of $10.’ In other words, we will offer 
him a lot more service for only twice 
the cost.” 

The meeting closed on a mutually 
optimistic note, and with Chairman 





Densmore expressing his appreciation 
and that of his associates for the time 
and effort spent by the Bell people in 
better preparing USITA’s merchandis- 
ing representatives for the job that lies 
ahead. 


MERCHANDISING-DEFINED, DESCRIBED, DEFENDED 


Concluded from page 22 


effort whatsoever. For lack of a better 
term, let’s call this the primary seg- 
ment. 

Now, let’s turn to the other segment 
of our market, which is the market for 
any item of service that we want to 
sell in addition to the primary installa- 
tion, and which I have labeled the con- 
venience segment. 

It is readily apparent that there is 
all the difference of night and day be- 
tween these two segments, for as soon 
as we get out of the primary market 
and into the convenience market our 
exclusive franchise or territorial mo- 
nopoly becomes absolutely meaningless, 
and we are in direct competition with 
every other business organization that 
is after the money the consumer is will- 
ing to spend on convenience items. 


What does this mean? Well, if we 
can assume, for example, that most 
families look at their first automobile 
as a necessity and the second as a 
convenience, then it means we must 
compete directly with the big three of 
the automotive industry for the money 
the consumer is willing to pay for con- 
venience. We face similar competition 
when the consumer considers a second 
radio, a second television set or a sec- 
ond bathroom. Now, I’m not so naive 
as to think that our customer sits down 
and consciously weighs a second auto- 
mobile or a second television set or 
some other convenience item against a 
second telephone. But his discretionary 
spending power is limited and with 
myriad opportunities to use it, he does 
have to decide somewhere along the 
line where his excess income shall be 
spent. 


Apparently we haven’t fared very 
well in our battle for this money to 
date, because there are more families 
with two cars than two telephones and 
there are more television sets in use 
than primary residence telephones. Re- 
cently, several of the large TV manu- 
facturers have added a portable 812 
inch television set to their line. The 
avowed strategy of these companies is 
to shake loose not only the second set 
market, but also the third and fourth 
set market—to make television as ubi- 
quitous as the radio in the American 
home. During the last quarter of 1955, 
General Electric sold 250,000 of these 
sets. Admiral expects to sell 600,000 of 
these sets this year. Reports of this 


nature make it perfectly clear that 
competition for the consumers’ dis- 
cretionary spending power will not 
abate, at least in the forseeable future. 

Well, to make a long story short, we 
realize that we must be equipped to 
compete more successfully with Amer- 
ican business if we hope to win a large 
share of the consumers’ dollar. Most 
of our competitors, with long experi- 
ence in hard selling, have a tremendous 
advantage in sales know-how. In addi- 
tion, they are channeling millions of 
dollars each year into market research 
and advertising in a continuous effort 
to find ways and means to get a larger 
share of the same consumer dollar that 
we want. 

Cognizant of these facts, we have or- 
ganized a merchandising group in the 
General System to help us compete 
more favorably, and as I see it we won 
the hardest part of the battle the mo- 
ment we recognized the need for such 
an organization. 


Asks to Change Name 

Wright City & Jonesburg Telephone 
Co. on July 9 applied to the Missouri 
Public Service Commission for permis- 
sion to change its corporate name to 
Midwestern Telephone Co. 





Answers to Questions 
On Page 24 

(1) Yes. 

(2) The amount of the tax is 
entered in the charge space below 
the amount of charge on the face 
of the ticket, as illustrated in the 
example below: 

Charge 
face of 45 back of ticket 
ticket 5 P45 T5-5R10 
There is no change in entry in 
tax space. 

(3) The operator will collect 
the tax as directed by Western 
Union. 

(4) The operator will quote 
the charge in the usual way and 
add, “plus tax.” 

(5) The operator will supply 
the information if she can; other- 
wise she will refer the customer 
to her supervisor. 
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New booklet gives easy-to-follow instructions for 


. MOISTURE-PROOF SPLICE 








Complete splicing information for Anaconda’s Polyethylene Telephone Cable 


A step-by-step instruction manual... handy size for 
splicers in the field. Features drawings and dimen- 
sion tables in addition to detailed instructions for mak- 
ing the straight splice, the wye splice and the ground 
connection, if necessary. No cost or obligation. Mail 
coupon for your copies. 

Anaconda Cable Splicing Kits—Also available to users 


of Anaconda Telephone Cables are complete splicing 
kits. All the materials required for one splice are 
shipped in one package, for convenient use, in the 
exact amounts needed—not too much, not too little. 
Fresh, clean splicing materials can always be kept 
on hand for immediate use...and you eliminate 
wasted stock and time lost looking for mislaid items. 


MAIL COUPON TODAY FOR COPIES OF ANACONDA POLYETHYLENE TELEPHONE SPLICING BOOKLET 


PHONE THE MAN FROM 


. ANACONDA . 


For TELEPHONE CABLE 


JULY 21, 1956 
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ANACONDA WIRE & CABLE COMPANY 
25 Broadway, New York 4, N. Y. 


Please send me...... copies of your new free booklet, ““here’s how 
to splice Anaconda telephone cable.” 


NAME & TITLE 
COMPANY 
ADDRESS 


CITY ZONE! .... STATE 
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CALIFORNIA ASSOCIATION 
Holds 37th Convention 


Francisco was the site of the 37th 

annual convention of the Cali- 
fornia Independent Telephone Associa- 
tion (CITA) on June 6-8. It was at- 
tended by about 500 telephone people, 
representing most of the 59 Independ- 
ent telephone companies in the state, 
several in other western states and 
many manufacturing organizations. 


After a welcome from the Honor- 
able George Christopher, mayor of San 
Francisco, Richard D. Crowe, president 
of the association, highlighted CITA 
activities which have occurred during 
the past year. 


"Lrren FASCINATING city of San 


He said the membership of the as- 
sociation authorized the president to 
appoint committees for special projects 
as follows: to study the pole contact 
agreements between telephone and 
power utilities; to study the problem 
of Western Union billing contracts 
with Independent companies to deter- 
mine if improvement can be made in 
Western Union settlements; to investi- 


By George A. Bridges* 


gate the desires of the association 

members to establish training pro- 

grams for the benefit of the members’ 

personnel on various subjects. One 

very successful training program on 

safety was held in Fresno in January. 
Mr. Crowe went on: 


“One of the outstanding achieve- 
ments of the USITA during the year 
has been the conclusion of the long 
and involved cost study procedures 
which finally resulted in the new cents- 
per-message schedule which is in the 
process of being offered to the industry 
by the Bell System companies. Directly 
after the USITA convention our own 
association’s secretary was loaned to 
the USITA to assist for a week in the 
evaluating of certain of the individual 
cost studies. 

“The association cooperated whole- 
heartedly with the USITA to obtain 
favorable clauses in the proposed Fed- 
eral Aid Highway Bill, which is now 
pending before Congress. It appears 
that utilities will be successful in ob- 
taining some recognition for the reim- 


_*Mr. Bridges is public relations assistant with 
General Telephone Co. of California. 


bursement to utilities for the cost of 
relocating utility facilities along the 
proposed federal aid highways.” 


In speaking of settlements with con- 
necting companies, Mr. Crowe said: 
“T have mentioned already that the 
USITA has just completed new nation- 
wide settlement agreements with the 
Bell System companies, which will be 
placed into effect undoubtedly in the 
next few weeks by many of the inde- 
pendent companies’ throughout’ the 
United States. 

“This has been a result of a tre- 
mendous effort by the entire industry 
and I know that many of the Cali- 
fornia companies have been called upon 
to assist by preparing cost studies in 
accordance with the program set forth 
by the USITA and AT&T Company. 
The agreements, incidentally, recognize 
the difference in cost between various 
operations such as manual, dial termi- 
nal-per-line, and dial terminal-per-sta- 
tion. 


“However, these new agreements do 





These happy faces reflect the mood of the dinner-dance held in the Gold Room of the Fairmont Hotel for the delegates. 
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~ Keep your eyes open for 
Paying Paystation Sites 





Many telephone men successful in paystation 
promotion say it pays to look for likely sites 
after hours and on weekends. They keep their 
eyes open as they stop at the corner drug- 
store. help the wife shop, or stop at a filling 
station. They ask themselves: Would a pay- 
station earn a good return here? 

Locations like these and many others could be 
earning revenue for you! Make a note of them 
on the spot. Install Autelco Paystations in at- 
tractive booths, and use plenty of BIG signs. 
Write for Circular T1842, “How to Make 
Paystations Pay.” 

Address: Automatic Electric Sales Corpora- 
tion, 1033 W. Van Buren St., Chicago 7. Or 
Call HAymarket 1-4300. 


AUTELCO PAYSTATIONS 


pay right around the clock, outdoors. 





“AUTOMATIC ELECTRIC 


ORIGINATORS OF THE DIAL 











FILLING STATIONS 





TELEPHONE 
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not take into consideration variations 
in cost between geographical areas in 
the United States. The rapid growth 
of California population is requiring 
unusually large investment in new 
plant and our construction and operat- 
ing costs are higher than those in other 
areas. 

“For this reason many companies in 
California are deciding to settle with 
the Pacific company on an individual 
“cost study” basis which requires a 
separations study to determine the full 
cost of handling toll service including 
a fair rate of return on the toll por- 
tion of the plant investment. 

“These individual cost studies reflect 
the so-called ‘Full Charleston Method’ 
which has been required by the Cali- 
fornia Public Utilities Commission, and 
substantially greater amounts of toll 
revenue have been obtained by com- 
panies settling in this manner.” 

Peter E. Mitchell, president of the 
California Public Utilities Commission, 
based his talk on a review of old cor- 
respondence files and records written 
by present contemporaries, and ex- 
pressed the opinion that the utility 
problems that exist today are very 


xs: wean MA Me ba bee 





: Z The new California association board of directors pose with the secretary and 
much the same as those which occurred 


in the past. Speaking of current com- 
mission problems, Mr. Mitchell said: 





The youngest members of the association: John Davis, 14 (left), Tom Voorhees, 
15 (center) and Preston Thomson, 15, all from San Francisco’s East Bay area, 
were formally voted in as members during the last session of the three-day 
meeting. They are shown here examining a manufacturer’s equipment. They 
operate two private companies—one with 15 subscribers, the other with two. 
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treasurer, Neal Hasbrook. Front row (left to right): J. Curtis Newman, Hasbrook, 
Fred H. MacGougan and J. P. Maguire. 
W. Holmwood, Donald H. Strahl and W. Gilman Snyder. 


Second row: Richard D. Crowe, Harlan 


“The commission’s toughest job is to 
reconcile and balance the customer’s 
costs to the utility investors. As a pub- 
lic trustee we are not going to be over- 
generous in giving out higher rates, 
but neither will we starve a_ public 
utility financially, or it becomes a pub- 
lic ‘futility.’ ” 

In speaking of independent telephone 
companies in the state of California, 
Mitchell said: “There is a current trend 
toward a smaller number of Independ- 
ents in our state. At one time there 
were 252 companies, whereas a current 
tabulation reveals approximately 56, 
(46 of which are members of the 
CITA).” 

Mitchell said that over half of the 
complaints that reached the commis- 
sion were concerned with telephone 
companies. Of these complaints, ‘‘rates” 
and “I want a telephone,” were the 
most loudly voiced, followed by trans- 
mission complaints and extensions. “‘To 
meet this challenge,” he continued, ‘‘re- 
quires good planning, quality and quan- 
tity.” 

In conclusion, Mitchell said, ‘‘What- 
ever problems arise in a public utility, 
they can usually be solved by three in- 
gredients; money, construction and 
service. The utility must make a cer- 
tain amount of money to attract in- 
vestment. Construction, of course, is 
dependent upon the amount of invest- 
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| PN es VISIBLE FLEXO LINE 


P.B.X. KEYSHELF DIRECTORY UNITS 









































With the advent of direct distance dialing, it is essential for 
users of P.B.X. Boards to have a visible record of all frequently 
called numbers. Flexoline Keyshelf Directory units are specifi- 
cally engineered and designed for use on P.B.X. switchboards 


and furnish the long-wished-for flexibility of individual Flexo- 
line listings on the keyshelf. 





A unique and time-saving feature has been developed and in- 
corporated into the units—the frames are self-indexing. The last 
Flexoline strip on the front of each frame is vistble. Thus listings 
may be added or otherwise changed without concern for label 
changing or other indexing detail. The expansion factor within 
each side of each frame is filled with blank Flexoline strips until 


each space (easily adjustable to any location) is wanted for an 
actual listing. 


FOUR SIZES 


7 frame units with 390 or 490 listings capacity 
13 frame units with 712 or 890 listings capacity 


Attractively finished in Greytan—frames are aluminum and are 
removable. Non-skid corrugated rubber strips are mounted on the 
underside of the base, which is of “bridge” construction for strad- 
dling divider strips on switchboards. (When specified, flat base 


units will be supplied, with overall corrugated rubber attached 
to bottom.) 


The Flexoline strips are furnished in sheets of 42 strips per 
sheet, pre-scored horizontally to the \%” standard type- 
writer spacing. With each unit, a supply of Flexoline is 
included which is sufficient to completely establish the 


reference listings and to accommodate several hundred 
listing changes. 





PAT. PENDING 


Here are two informative booklets 
illustrating and describing various 
units which have been designed for, 
and use-tested by, telephone com- 
panies throughout the country. 
Send for your copies today! 


Acme representatives will gladly cooperate with you in promoting “Make Long Distance Calls by Number” 
DRS visisce | RECORDS. INC. crozer. virRGINIA 


District Offices and Representatives in Principal Cities 
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ment the company attracts and finally, 
service, though an intangible, is the 
most important function in satisfying 
the customer.” 

Clive W. Haas, vice president of the 
United States Independent Telephone 
Association, opened his speech by de- 
scribing the many freedoms, we, as 
American citizens, have and how we 
must protect them. He said, for ex- 
ample: “How easy to become negligent 
concerning our free enterprise system 
of economy and allow the state of Cali- 
fornia to be allotted a band of the ra- 
dio spectrum to be used in competition 
with existing facilities, or huge co-ops 
to be formed for the purpose of serving 
people with telephone service who 
might possibly be served by existing 
companies, either with or without REA 
loans, and thus take that part of our 


United States we have about one tele- 
phone for each three people, and in 
Russia they have one for each 100 or 
200 people. We know the Russians 
have the materials and know-how to 
make telephones. We know, also, that 
you couldn’t run down hill fast enough 
to give a self-respecting Russian fam- 
ily a telephone. 

“Why? Because they know it would 
be tapped, their conversations recorded 
and used against them. The telephone 
would be an instrument of terror in- 
stead ours are, instruments of 
comfort, ease and convenience. Don’t 
be too complacent about this. It could 
happen here!” Mr. Haas continued: 


of as 


“In every session of the state legis- 
latures and the congress there are bills 
introduced which could be very dam- 





Talking things over (left to right) C. O. Lindeman, of The Pacific Telephone 
& Telegraph Co.; Jack Maguire, president of Kern Mutual Telephone Co.; Tom 
Brooks, chief administrative office, city of San Francisco; Richard Hambrook, 
executive vice president of Pacific T&T, and R. J. Hadden, also of the Pacific 
company, catch up on the latest telephone news between convention sessions. 


telephone business out of the private 
enterprise field. 

“How easy it would be to become 
negligent and allow the federal gov- 
ernment to pass laws allowing wire- 
tapping, and after that, the states, 
the counties, and the city police, and 
thus destroy much of the value of our 
telephone service. 

“If you think that might be a little 
questionable, bear in mind that in the 
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aging to the utilities. We are extremely 
vulnerable to being used as whipping 
boys. 

“Every one of these proposed laws 
has to be opposed; defeated if possible, 
or amended to remove some of the ob- 
jectionable features. Other laws have 
to be proposed and guided through the 
law-making bodies. 

“That brings us up to the activities 
of the USITA and our efforts not only 
in behalf of the telephone industry, but 
our efforts on the firing line of the 





Clive W. Haas, vice president of the 


United States Independent Telephone 
Association, addressing the convention. 


battle to preserve our free enterprise 
system—the backbone of America. 

“One of our most important achieve- 
ments, of course, was the exemption of 
switchboard operators from wage-hour 
provisions of the Fair Labor Standards 
Act, first for companies of 500 stations, 
and in 1949, 750 stations. 

“Amendments were secured to the 
Hill-Poage bill amending the REA Act, 
which prohibited the lending of money 
to municipalities to go into the tele- 
phone business by buying existing 
property or constructiong new property 
to be operated in competition with pri- 
vate enterprise. 

“Reduction has been effected in ex- 
cise taxes on telephone service and long 
distance calls. 

“A bill introduced by Congressman 
D’Ewart of Montana was killed. Here 
was a proposed piece of legislation 
which could have enabled the federal 
government to enter the telephone busi- 
ness through the back door by making 
it possible for those administrating our 
public parks to provide telephone serv- 


ice to areas ‘adjacent’ to the public 
parks.” 

Mr. Haas continued: 

“During the past year one of our 


chief activities has been carried on by 
our Toll Compensation and Settlements 
Committee and its sub-committees. 
Chairman Roy Jarmon and his com- 
mittee, ably assisted by Art Lambert 
of your own state of California, have 
carried on the most extensive study 
of ‘A’ and ‘B’ and line haul prorate 
schedules ever undertaken. ... (A. W. 
Lambert’s “Report on Toll Compensa- 
tion Settlements” appeared in TELEPH- 
ONY, July 7 issue.) 

“Since our Toll Compensation and 
Settlements Committee was organized 
in 1936, annual compensation to Inde- 


pendents from message toll business 
interchanged with the Bell System 
companies has grown from 12 to 155 


million dollars. 

“A considerable part of this sum, of 
course, has resulted from increased 
long distance usage and expansion of 
facilities, but a substantial portion of 

(Please turn to page 46) 
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Maintenance. The time-tested, performance-proved 4-Wheel-Drive ‘Jeep’ Truck—with special service body—carries work crews, 
tools, equipment and supplies through soft fields, over rough country or up 60% grades—in good weather or bad— 
wherever they need to go to meet service emergencies or speed service installations. 


‘Jeep’ vehicles GO where others can't 
to meet every service need! 


en ee Today, in nearly every phase of telephone industry service, from cable 
ee ee installation to line clearance, rugged 4-Wheel-Drive ‘Jeep’ vehicles 


work ‘round-the-clock, in good weather or bad. 


‘Jeep’ vehicles are the only 4-wheel drive vehicles in their weight class 
originally engineered completely for 4-wheel drive off-the-road use. 
They provide the “go-anywhere” ability to maintain uninterrupted cus- 
tomer service. They travel at top legal speeds on the highway in conven- 
tional 2-wheel drive. But, when storms or other emergencies threaten, 





the extra traction of their 4-wheel drive takes them over rough open 
country —through mud, sand or soft earth. And with power take-off, they 
supply mobile power to operate special equipment from trenches to 
winches, whether laying conduit or installing service lines. 


Ask your Willys dealer for an on-the-job demonstration showing how 
versatile 4-Wheel-Drive ‘Jeep’ vehicles provide additional savings 


through long life, low maintenance costs and high resale value. 


" leep 
p 


Line service. The Universal ‘Jeep’, with the extra traction of family of 4-Wheel-Drive vehicles 
its 4-wheel drive, goes where other vehicles can’t go—up 


steep inclines, cross-country over the roughest terrain —to WILLYS ... makers of the world’s most useful vehicles 


carry men and their equipment anywhere along the line. 





WILLYS MOTORS, INC., TOLEDO |, OHIO 
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by C. J. Reynolds, 


Have we got wire 
Cuard 10 lines 
25-year battery 





A lineman’s vise 


Wire saves poles 





Stromberg-Carlson Company 


Two dividends are yours when you order supplies 
from Stromberg-Carlson. First, you get the protec- 


tion of a double guarantee—ours and the maker's. 


This assures you of getting the finest products, backed by our 62- 


year reputation. Second, your support is used to further the art of 


telephony. We're knee-deep in this industry as a full-time job, not 


a side line, and your supply business plays a big part and helps us 


continue our research for new and better telephone equipment. 


11 answers to wire problems 


Corrosive atmosphere—weather— 
extra strength—pliability. These are 
the special problems and needs you 
run into in wire maintenance. There 





are 11 types of Neale spinning or 
lashing wire, each built to solve one 
or more of these problems for you. 


.061 Type 316 Stainless Steel 

.061 Type 430 Stainless Steel 

.090 Copper 

.091 Copperweld 

.080 Copperweld 

.091 Aluminum Alloy 

.080 Aluminum Alloy 

.091 Galvanized 

.061 Galvanized 

.091 Special Soft 2.5 Bethanized 
C-Coating Galvanized 


.061 Bethanized 1.5 C-Coating 
Galvanized 

The new 5 circuit 

Hy-Cap Power Cross Protector 


Whenever telephones are in joint 
occupancy with power lines, a 
heavy-duty protector should pro- 
tect the telephone lines against de- 
structive power cross. 





Now—Protect 5 circuits against 
power crosses with one protector. 


Such protection can now be had 
when the Cook Electric Company’s 
Hy-Cap 5 Pair Power Cross Pro- 
tector is installed. This unit mounts 
on a type 10B cross-arm and will 






protect 10 lines. Connections «are 
made with pre-cut No. 10 plastic 
insulated copper wires which ter- 
minate on rugged discharge car- 
bons. There is just one ground wire 
for easier installation. The protector 
will break down at 3000 volts and 
will continue to ground the fault 
current as long as it exists. 


Battery will live 25 years 


A quarter of a century is the ex- 
pectancy of an extra-life battery 
made by C & D Batteries, Inc. In 
full-float service, their PlastiCal 
(lead calcium grids) battery will 
serve your power needs faithfully 
—often well beyond its 25-year ex- 
pectancy. 
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It'll be 1979 before you even have to think 
about replacing this extra-life C & D battery, 
if you install it nowl 


C & D Batteries’ PlastiCell (high 
tensile, special alloy grids) battery 
offers reliable power supply at 
lower cost, with a life expectancy 
of 14 years. 


Strandlink and Strandvise— 
stronger than steel strand itself 


Now you can splice steel strand 
easily, and have a splice that is at 
least as strong as the strand itself. 

You need no tools to use the 
Strandlink (automatic-type splice). 
It has holding jaws of several hun- 
dred case-hardened steel teeth that 
bite firmly into the strand when 
you pull, but allow you to push the 
strand in easily by hand. 

Another valuable aid for the line- 
man is the Strandvise—automatic- 
type deadend which applies the 
same principle as the Strandlink to 
give you a vise-like grip that is 
stronger than the strand. 

Both Strandlink and Strandvise 
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will hold steel strand in any grade, 








Strandlink—splice needs no tools. 
Several applications of Strandvise. 


to its ultimate strength. Available 
3/16” through 7/16” strand size— 
with short or long, and range of 
bail types. 


Save 10-15 poles per mile 


A net saving of 10 to 15 or more 
pole structures per mile is possible 
where Crapo High-Tensile Tele- 
phone Line Wire is used in long- 
span construction. Fewer pole 
structures mean substantial savings 
in time, labor and material, and in 
maintenance. 





Crapo HTL-135 makes possible 
spans of 350 feet in heavy, 450 feet 
in medium, and 500 feet in light 
loading areas. Its practical econ- 
omy should be considered for new 
extensions and where old lines are 
to be replaced. 


Crapo HTL-85 (No. 12 B. W. G.) 
permits spans of 225 feet in heavy. 
325 feet in medium, and 375 feet in 
light loading districts; provides 
stronger spans on existing pole 
structures. Both wires possess 
superior telephonic transmission 
qualities. 


Distributed by 
STROMBERG-CARLSON 


A DIVISION OF GENERAL DYNAMICS CORPORATION 


Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 
San Francisco 3. 

















N. C. Company Asks to Buy 
Exchanges, Issue Stock 


United Telephone Co. of the Caro- 
linas, Southern Pines, asked the North 
Carolina Utilities Commission on July 
8 for permission to sell its Norwood 
and Marshville exchanges to the North 
Carolina Telephone Co., Matthews. 


North Carolina Telephone pointed out 
that both exchanges are adjacent to 
and partially surrounded by areas it 
serves, and said it would convert the 
exchanges to automatic by late 1957, 
and improve service to many Anson 
County residents who do not have tele- 
phones. It proposes, among other things, 
to set up an automatic exchange for the 
Peachland and Polkton areas of Anson 
County now being served on a limited 
basis by the Marshville exchange. 

The North Carolina Telephone Co. 
asked the commission on July 2 for au- 
thority to sell 828,572 additional shares 
of common stock at not less than $1.20 
per share, the proceeds to be used to 
buy the two exchanges, to reduce short- 
term debt, and to provide capital for 
expansion. 

Under the proposed stock sale, the 
company’s stockholders would have first 
chance to buy shares in ratio to their 
present holdings, according to Presi- 
dent L. D. Garibaldi of Charlotte, and 
the remainder would be sold to the 
public. 


Minn. Commission Approves 
Sale of Four Independents 


The Minnesota Railroad & Ware- 
house Commission on July 9 authorized 
the Home Telephone Co., Clarkfield, to 
purchase the Hanley Falls Telephone 
Co. On the same date the commission 
also extended approval for: sale of the 
Farmers Mutual Telephone Co., Grant 
County, to the Runestone Telephone 
Association, Barrett; and sale of the 
County Line Telephone Co., Chokio, 
also Hillside Telephone Co., to Fed- 
erated Telephone Cooperative. 


Southern Bell Appeals 
Louisiana Rate Cut 

Southern Bell Telephone & Telegraph 
Co. on July 9 appealed to Baton Rouge, 
La., District Court a rate cut ordered 
by the Louisiana Public Service Com- 
mission (TELEPHONY, July 14, p. 36). 


The commission directed the company 


ourts and Commissions 


to reduce paystation calls from 10 cents 
to five cents and trim intrastate long 
distance rates by 20 per cent. The 
commission rejected a counter request 
asking a rate raise. 


“We had hoped to avoid such action,” 
said W. K. Boardman Jr., Southern 
Bell vice president and Louisiana gen- 
eral manager, “but the commission’s 
order leaves us no alternative.” 


“Instead of a rate increase assuring 
earnings that would permit the carry- 
ing out of a large scale program of 
expansion and improvement, the com- 
mission has ordered a_ reduction in 
rates of about 4 million dollars per 
year.” 


In a prepared statement, Boardman 
continued: 


“We recognize fully our responsi- 
bility to provide the people of Louisi- 
ana with the best possible telephone 
service at the lowest possible cost. 


“The fact is, however, that telephone 
rates established for Louisiana in 1952 
are not adequate to do the job the pub- 
lic expects us to do now and in the 
future. 


“Since the 1952 rates were estab- 
lished there have been three general 
wage increases to Southern Bell em- 
ployes in Louisiana, resulting in ad- 
ditional Louisiana intrastate expenses 
of more than $2,424,000 per year. 


“While the federal corporate income 
tax rate has remained the same, there 
have been substantial increases in lo- 
cal taxes. 


“In addition, other elements of cost 
have increased substantially since 1952. 


“In 1946, the Louisiana commission 
reviewed its general principles of rate 
making and completely revised its prior 
practices and policies, stating that the 
setting out of these new policies ‘will 
benefit the commission in carrying on 
its work in the future and will serve 
as a guide for the regulatory utilities 
in their relations with the commission.’ 


“The commission has followed these 
policies in substantially all cases since 
that time, and applied them on three 
different occasions in fixing our rates. 
On these occasions, the commission 
made a thorough investigation of our 
affairs and operations and fixed our 
rates in keeping with their announced 
policies. 

“On the basis of the commission’s 
action, this company has continued to 
invest tremendous sums of new capital 
in Louisiana on the expectation that it 
would receive at least similar treatment 
in the future. 


“In cutting this company’s rates by 
4 million dollars annually, the commis- 
sion completely abandoned its previous 


4\ 





policies and has prescribed rates that 


would make earnings so low that we 
cannot continue to raise for investment 
in Louisiana the large quantities of 
capital required to do the work needed. 

“This reversal of policy by the com- 
mission comes at a time when the re- 
quirements for expansion of our facili- 
ties in Louisiana and the demand for 
service are at an all-time high. 

“While we dislike litigating with a 
public body, I am confident that the 
great majority of our subscribers will 
understand and appreciate our posi- 
tion.” 


Two Nebraska Independents 
Ask Service OKs in Kansas 

Diller (Neb.) Telephone Co. has 
asked the Kansas Corporation Commis- 
sion for authority to do business in 
the state, it was reported recently. 

The Odell (Neb.) Telephone Co. 
asked commission approval to discon- 
tinue serving in the Kansas counties of 
Marshall and Washington. 


N. C. Company Sells 

Sale of the Goshen Telephone Co., 
which owns a 15-mile line between 
North Wilkesboro and Ferguson, to the 
Wilkes Telephone Membership Corp., 
an REA cooperative, was approved on 
July 9 by the North Carolina Utilities 
Commission. The Goshen 
served 10 subscribers. 


company 







Kansas Commission Denies 
Increase in Rates 

It was announced on June 28 that the 
Kansas Corporation Commission has 
made public its decision on denying the 
rate increase sought by the Kansas 
State Telephone Co., Galena. (TELEPH- 
ONY, July 7, p. 39). The commission 
did, however, grant the company per- 
mission to continue present rates put 
into effect as a temporary increase in 
February of this year, and ordered 
the company to begin improvements in 
equipment, service and subscriber re- 
lations before the requested rate hike 
will be considered again by the com- 
mission. 


Wis. Companies Seek Raises 
The Wisconsin Public Service Com- 
mission on July 11 was to hear the ap- 
plication of the Shell Lake Telephone 
Co. for authority to increase rates. 
The commission was scheduled to hear 
the application of the Niagara Tele- 
phone Co. for a rate raise on July 13. 


Authorizes Nebraska Sale 

The Nebraska Railway Commission 
authorized the sale of the Wellfleet 
Telephone Co. to the Wellfleet Mutual 
Telephone Co. on June 18. 

The and Mrs. 


former owners, Mr. 
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George Welsh, are unable to continue 
operation of the exchange because of 
ill health. 


N. C. Company Authorized 
To Make Stock Issue 


Morris Telephone Co., 
boro, 


Ine., of Rox- 
on July 2 was authorized by the 
North Carolina Utilities Commission to 
declare and issue a stock dividend, pay- 
able in common stock on the basis of 
242 shares for each one share of com- 
mon stock outstanding; to sell to its 
stockholders or to the general public 
a maximum of 2,000 shares of addi- 
tional common stock with a par value 
of $25 per share; and to sell a maxi- 
mum of 750 shares of cumulative 5 per 
cent preferred stock of par value of 
$100 per share at not less than par. 
The company said in its petition that 
it needs $347,000 in new capital to ex- 
pand its present exchanges at Roxboro, 
Hillsboro, and Yanceyville and to pro- 
vide a new exchange at Prospect Hill. 


Stock Dividend Authorized 
for Ohio Independent 

The Ohio Public Utilities Commis- 
sion on July 11 authorized the Ashta- 
bula Telephone Co. to pay a stock divi- 
dend by the issuance of 10,000 shares 
of its $25 par common capital stock 
($250,000); the stock shall be dis- 
tributed to its present stockholders on 
the basis of one share for each four 
shares held. 

Fractional shares are not to be 
issued; in lieu thereof a number of 
shares equal to the aggregate of all 
such fractional interests, are to be 
sold by the company as agent for the 
persons entitled thereto and the 
ceeds paid to such persons. 


pro- 


The company also was authorized to 
transfer the sum of $250,000 from its 
earned surplus account to its common 
capital stock account, and to sell 10,000 
additional shares (or such lesser 
ber of shares as will not exceed the 
amount that the company may 
pursuant to the provisions of Regula- 
tion A of the Securities & Exchange 
Commission). 


num- 


issue 


Four Get Prison for Bomb 
Plot in S. B. T&T Strike 

Two leaders in last year’s violence- 
ridden strike against the Southern Bell 
Telephone & Telegraph Co., and two 
Chicago men hired by them in a dyna- 
mite conspiracy, were given prison 
terms by United States District Judge 
Ben Dawkins, in Jackson, Miss., on 
July 9 (TELEPHONY, July 7, p. 36). 

The four were convicted by a jury 
in Judge Dawkins’ court on June 22 
on charges of conspiracy to dynamite 
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telephone installations leased by the 
federal government. The judge turned 
down pleas for a new trial before he 
imposed sentences. 


The union men sentenced were James 
Shelby of Silver Spring, Md., strike 
director in Mississippi for the Commu- 
nications Workers of America (CWA), 
and Charles Perry of Jackson, presi- 
dent of the CWA local in Jackson. 
Shelby was sentenced to three years in 
prison and fined $1,000, while Perry re- 
ceived a two-year term and a $1,000 
fine. 

The Chicagoans were Louis Abbate, 
44, an insurance salesman and former 
official of a Chicago local of the United 
Automobile Workers, and Michael Fal- 
cone, 41, an ex-convict. 

Abbate was sentenced to three years 
and fined $1,000, and 
given a one year term. 


Falcone was 


Judge Dawkins said he gave the 
heaviest sentences to Shelby and Ab- 
bate because he regarded them as 
leaders in the conspiracy. 

Evidence in the trial disclosed that 
Shelby went to Chicago in April 1955 
‘to recruit dynamiters for a projected 
series of attacks on telephone repeater 
stations in Mississippi. Shelby met 
with Abbate, Falcone, and Norman 
McLeod, another ex-convict, in a Chi- 
cago saloon, supplying them with a 
map showing installations selected for 
bombing. 

McLeod, who was a government wit- 
ness at the trial, said he went to Mis- 
sissippi with money supplied by Shelby 
and discussed dynamiting plans with 
Perry. Abbate and Falcone were ar- 
rested in Chicago a few days later 
when Abbate sought to sell information 
to the telephone company. 

The government contended in the 
trial that installations marked for de- 
struction included part of a communi- 
cations network linking posts of the 
strategic air command. 

Judge Dawkins set bond for each 
defendant at $5,000 pending appeal. 


Ill. Commission Gives OK 
On Increase in Rates 

To enable the Albany Telephone Co. 
to lay nearly four miles of new under- 
ground cable, make plant improve- 
ments costing about $15,000 and pay 
increased wages and fringe benefits to 
operators, the Illinois Commerce Com- 
mission granted permission to increase 
rates for services effective July 1, it 
Was reported on June 21 (TELEPHONY, 
Apr. 28, p. 62). 

The company serves 541 subscribers, 
according to C. W. Sharer, president. 
The rate changes include: 

Urban: One-party business $36 to 
$54 annually; one-party residence, $30 
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A land with a climate 
where your ideas can grow 


You begin to hunt for such a climate when you see your ideas stagnating in 
the airless confines of a company too small—or lost in the bog of one that’s 
too big. 

You promise yourself it’s climate you'll look at, this time when you pick 
a job. Management climate—because that’s where ideas find sunshine—not 
the big freeze. 

So you look for a company where Management recognizes a hot idea when 
it comes up from the lab. You look for a company where Sales knows how 
to take hold of a good idea and move. You search for a department without 
pigeon holes; you want to work, not roost. 

That’s why Stromberg-Carlson’s story should appeal to you. Since World 
War II our volume has increased 16 times, thanks to good ideas accepted 
and promptly applied. Recently we joined the headline-making General 
Dynamics Corporation, making the ionosphere the limit on your future here. 

As two or three generations of Stromberg-Carlson’s engineers can tell you, 
the climate in this scientific-industrial city of Rochester seems to stimulate 
live minds. You meet next-door neighbors who know what you're talking 
about. You enjoy winter sports, summer boating, good music, fresh theater 
—and a salary-bonus plan that lets the good way of living be yours. It 
should be, when you choose a lifetime job. 

The list below shows where there’s room for you and your ideas to grow. 

Dig in now—with a detailed letter to Mr. Arthur N. Paul, at the address 
below. We think you'll like what he has to say to you. 
_ . . . a .* . . o 7 . . . . . . . . . * . ° * * . . 
RESEARCH: Communication and Data Systems °¢ 
Information Theory * Semi-Conductor ¢ Digital 
Techniques * Servo Mechanisms « Electronic 
Switching ¢ Acoustic Transducers * Magnetic 
Amplifiers * Nucleonics * Microwave. 


¢ Automatic Test Equipment * Numerical Con- 
trol * Computers * Counters ¢ Instrument and 
Power Servos ¢ Production Engineers. 


WIRE COMMUNICATION: Dial Central Office Equip- 
ment ¢ Telephone Instruments ¢ Wireline Car- 
rier * Frequency Multiplex ¢ Toll Ticketing « 
Transistor Circuitry * Microwave Links « Elec- 
tro-mechanical Design ¢ Electronic Switching 
Systems. 


AUDIO-ACOUSTICAL: Transtormers * Tape Re- 
corders * Audio Amplifiers * Loudspeakers ¢ 
Electronic Carillons * intercommunication Sys- 
tems * Auto Radio * Home Radio « High Fi- 
delity * Sonar. 


ELECTRONICS: Radio Communications * Mechan- 
ical Design Engineering « Infrared * Automatic 
Test Systems * Countermeasures ¢ Navigational 
Systems * Radar * Computer Techniques + 
Military Transistor Applications * Missile Guid- 
ance Systems ¢ Microwave Development. 


AUTOMATION: Systems Engineering * Automatic 
Assembly ¢ Transistors * Amplifiers & Filters 


STROMBERG-CARLSON COMPANY SC 


A DOItviSitON OF GENERAL DYNAMICS CORPORATION Ss: 


ROCHESTER 3, N. Y. @ Plants at Rochester, N. Y., Los Angeles, Calif., and San Diego, Calif. 
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to $45; 
$33; two-party residence, $36. 


Rural: Multi-party residence, $27 to 


four-party residence, $27 to 


$33 annually; multi-party business, 
$39, a new service designed for Garden 
Plain firms. Extra mileage for one- 
party line beyond the corporate limits, 
$9.00 annually for each quarter of a 
mile or fraction thereof. 


Ohio Independent Receives 
Authority to Sell Stock 


On June 28, The Ohio Telephone 
Service Co., Sidney, was granted au- 
thority by the Ohio Public Utilities 
Commission to issue and sell 9,036 
shares of no par common capital stock 
at $33.20 per share, amounting to a 
total of $300,000. 

The proceeds 
company’s 
penditures. 


will reimburse _ the 
treasury for capital ex- 


Southern Bell Seeks Court 
Decision in Easement Case 
Southern Bell Telephone & Telegraph 
Co., which paid for an easement across 
the property of a Wake County, N. C., 
landowner when it erected two poles 
on his land in 1948 went to court at 
taleigh, N. C., on July 10 seeking an 
order restraining the property owner 


from blocking the replacement of its 
single uninsulated wire with a cable to 
care for increased demand for service 
in the area. 

The company, in a suit filed in Wake 
County Superior Court, charges that 
Carey D. Watkins of the Prison Farm 
Road near Raleigh has_ threatened 
Southern Bell employes with trespass- 
ing charges and bodily harm if they 
entered his property, and that he told 
the company that it could use his prop- 


erty only if he was paid a sum of 
money. 
The plaintiffs (Southern Bell) say 


they paid the defendant $1.00 for an 
easement across the property in 1948, 
that they have put the new cable across 
the defendant’s property except for 
splicing it at one end, and that they 
are willing to make “just compensa- 
tion” to the property owner but asked 
that “illegal interference” be stopped 
in order that it may keep up with the 
demand for “many” telephones in the 
Meredith township area. 


S. C. Company Seeks Raise 

A hearing on the request of Chesnee 
Telephone Co. for authority to increase 
rates was to be held on July 10 before 
the South Carolina Public 
Commission, it was reported. 


Service 








3985 Beach Street 
Oakland 8, California 





In San Francisco 
Grades up to 18 per cent proved how 


SOAPSTONE OCT-O-DUCT 
TAKES TO THE HILLS 


Eight new duct ways for telephone cables 
drop like penstocks down rock-ribbed Nob 
Hill in the heart of San Francisco. 


Constant street traffic, numerous existing 
underground sewer, water and gas services 
and the need for a deep, narrow trench dic- 
tated the choice of Soapstone OCT-O-DUCT 
for this recent 4-block project. 


Preferred for 30 years by Western con- 
struction men, 
speed, economy and unmatched flexibility. 


Write for NEW illustrated catalog 56-A 
to get the full story. For more about the 
Nob Hill job, ask for Bulletin 102. 


SOAPSTONE DUCT COMPANY 


OCT-O-DUCT gives you 
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Minn. Company Authorized 
A 5.81 Per Cent Return 


Mille Lacs Telephone Co., Onamia, 
on July 2 gained approval from the 
Minnesota Railroad & Warehouse Com- 
mission to effect a schedule of increased 
rates which will lift the company’s 
present rate of return (1.54 per cent) 
to 5.81 per cent. 

A rise in operating revenues from 
$31,165 to $36,609 was approved, the 
last rate increase having been ap- 
proved on Mar. 19, 1951. Net operat- 
ing income will be $4,163, up from the 
previous $1,103. The rate base is val- 
ued at $71,613. 

The Mille Lacs company serves ap- 
proximately 278 local and 342 
stations and switches 124. 


rural 


Cal. Commission Orders 
Step-Up in Service 

California’s 59 telephone companies 
on June 27 instructed to reduce 
the number of unfilled orders pending 
for new and changed telephone service. 

The California Public Utilities Com- 
mission told the companies they must 
revise priority rules for new service 
applications and must continue fre- 
quent reports to the commission on un- 
filled orders. 


were 


Georgia Commission OKs 
Independent’s Bond Issue 

Western Carolina Telephone Co., 
Inc., Weaverville, N. C., which operates 
an exchange at Clayton, Ga., on July 
2 received Georgia Public Service Com- 
mission authority to sell $500,000 prin- 
cipal amount of 3% _ per first 
mortgage bonds, due 1981. 


cent 


The commission said that the West- 
ern Carolina company has entered into 
agreements with the Berkshire Life 
Insurance Co., Pittsfield, Mass., and 
Connecticut Life Insurance Co., Hart- 
fort, Conn., whereby these companies 
have agreed to purchase the newly ap- 
proved bonds. 

It was also noted by the commission 
that the bonds are to be secured by 
the company’s trust indenture now in 
effect between the Western Carolina 
company and the Chase-Manhattan 
Bank which secures outstanding bonds 
heretofore issued in the 
million dollars. 


sum of one 


Tenn. Company Asks to Buy 


The petition of the Tellico Telephone 
Co., Tellico Plains, to purchase the tele- 
phone system at Niota and the Vonore 
telephone system in Monroe County, 
was set for a hearing recently by the 
Tennessee Public Service Commission. 
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IN THE NATION'S CAPITAL 


Concluded from page 19 


board of directors of the Suez Canal 
and Anglo-Persian Oil companies. 


The whole trouble with this idea, of 
course, is that those who would be sub- 
ject to 100 per cent confiscation of the 
normal fruits of their abilities would 
not go for it. As Lord Winster ob- 


serves: 


.. . Certainly, if I knew that all I 
owned would be taken from me by the 
state when I died I would take great 
care that nothing was left for the state 
to take. There would be a period of 
very riotous living before the end. 

“Socialists have always shown them- 
selves ignorant of the workings of hu- 
man nature. To work so that your 
family benefits at your death is one 
thing but to do so in order,that the 
state may take all is something quite 
another, indeed.” 


But it may be of passing interest tc 
public utility people here in the United 
States to realize that the Socialist 
planners in Britain (who are so slav- 
ishly imitated by social planners in the 
United States) are at last admitting 
that full public ownership inevitably 
results in totalitarianism. Anybody who 
tried to tell the Socialists that a few 
years ago (and most of us “private 
enterprisers” have been trying to tell 
that to them for years) were called 
some very harsh names, the mildest of 
which was “reactionary.” 


The real trouble with the Socialist 
Labor party in Britain seems to be that 
during their postwar period in power 
(1945-1950), their performance caught 
up with their promises. A great num- 
ber of middle class and_ professional 
people back in 1945, weary from the 
strains and stresses of Tory wartime 
disciplines, decided to give the Labor 
party “a turn.” 


Their reward was the imposition of 
controls and taxation which hit severely 
where it hurt the most—in the pocket- 
book. After this experience, large num- 
bers of these people ceased to vote 
Socialist. And there is nothing in the 
present program of the party to in- 
duce them to return. 


There is nothing about reducing 
taxes, but only what will increase them. 
Added to this is the latest threat of 
confiscation of all property at death 
following a lifetime of more controls. 


Even the beneficiaries of full em- 
ployment and the welfare state are ask- 
ing themselves how they stand to bene- 
fit from such a prospect. 


Only the hard core Bevanites find it 
all so simple. For them nationalization 
is an end in itself. 
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YORK-HOOVER 


MODEL 201U76’S 


earth extra dollars 








Illustrating latest 
type ladder bracket 
and adjustable par- 
titioned drawers. 
Large interior pro- 
vides a compact 
and orderly store- 
room for materials 
and tools. 











Right side view 
showing extra large 
material and tool 
drawers. Convenient 
location facilitates 
quick inventory for 
everyday service 
work, 


QUICKER, MORE EFFICIENT SERVICE 


This Model 201U76 Service Body will provide many years 
of dollar-saving service for you. First, because compact 
design and lightweight, yet rugged, construction, combine 
to facilitate quicker, more efficient, service work. Second, 
because the Model 201U76 Service Body is built by 
York-Hoover ... a famous name in the transportation in- 
dustry since 1892. Write for complete information today! 


YORK-HOOVER MODEL 201U76 SERVICE BODIES ARE 
EASY TO OBTAIN REGARDLESS OF YOUR LOCATION 





YORK-HOOVER 





' PUBLIC UTILITY BODIES 


YORK-HOOVER CORPORATION 
GET THE FACTS! Write BODY DIVISION 
for Bulletin 937 today. YORK, PENNSYLVANIA. 
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TAKE A BIG sTEP TOwARD SAFETY 


WITH DUO-SAFETY LADDERS 


..-. CUSTOM DESIGNED FOR TELEPHONE 
MAINTENANCE WORK! 


Here's one fine example of the many Duo-Safety lad- 
ders ideal for telephone maintenance work. 


Type D — a truly great extension ladder built in strict 
accordance with safety regulations. Rungs are second 
growth hickory, reinforced with steel rods and 
equipped with special automatic locks and Duo- 
Safety's famous Safety Shoes. Made with either 
straight or parallel side rails, Type D is available in 
one, two or three sections — in a large variety of 
sizes. Write for free catalog on all Duo-Safety 
ladders. 


IMMEDIATE DELIVERIES! 


Duo-Safety ladders will be shipped immediately 
upon receipt of order! A planned stock-piling 
program assures really fast action — there's no 


delay the Duo-Safety way! = 


For Information, Contact Your Supply House, or 


DUO-SAFETY LADDER CORP. 
809 Ninth Street ¢ Oshkosh, Wisconsin 
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ROLATAPE 


MEASURING WHEELS 


FOR EFFICIENT, TIME-SAVING 
ECONOMICAL MEASURING! 


Actual working conditions prove that measuring 
time can be cut to a fraction with a Rolatape 
Measuring Wheel. 


ROLATAPE MODEL +400 — Widely used by Telephone Companies, Utili- 


ties, Paving Contractors, Land Appraisers, etc. Its four-foot circumference measur- 
ing wheel gives accurate measurements even on fairly rough terrain. Constant 
logging information in plain view . . . Can be operated from car at slow speed. 

. Light weight and sturdy . . . calibrated wheel measures from zero up to 
nearly nineteen miles. . . . Counter can be reset at any distance. 


ROLATAPE MODEL +200 — For interior and outside use. Widely used 
by Real Estate Men, Appraisers, Roofers, Traffic Officers, etc. A built-in totalizer 
records measured distance in feet and inches. Measures line-to-line and wall-to- 
wall. . . . Vertical measurements are easy to make .. . simple to operate. Extend 
handle, guide . . . Rolatape Measures and Records. 


ROLATAPE MODEL 3+ 600 — For cross-country and acreage measurements, 
or measuring conduit distances where rough terrain ordinarily creates traction 
problems. Can be mounted from rear of jeep, tractor, or any slow moving 


vehicle. Special hitch available. Measures up to nearly nineteen miles. Records 
as it measures. 


FOR ROLATAPE INFORMATION, SEE YOUR DEALER, DISTRIBUTOR 


OR WRITE TO 


ROLATAPE INC. 


FACTORY: 1741 FOURTEENTH STREET, SANTA MONICA, CALIFORNIA 


CALIFORNIA ASSOCIATION 


Continued from page 38 


this huge increase in revenue is at- 
tributable to efforts of the USITA com- 
mittee. 


“In evaluating the results of the 
studies, the committee discovered some 
interesting things, among them the 
fact that not all companies will benefit 
by the new proposed schedules. Most 
companies having line haul find that 
the new schedules will result in a de- 
crease in their compensation. 

“Other companies whose average 
revenue per message falls in the 40 
to 60 cent bracket will not benefit. Any 
company which does not benefit by 
the new contracts will be allowed to 
keep the old ones. However, a large 
number of small companies having dial 
exchanges will receive a considerable 
increase in compensation.” 


The morning and afternoon sessions 
of the second day devoted to 
four panel discussion groups dealing 
with commercial, plant, revenue ac- 
counting operations and methods and 
traffic. 


were 


Discussing commercial operations, 
Allan Stacey, of the Sunland-Tujunga 
Telephone Co. presided as chairman 
and was assisted by Doreen Becot, The 
Pacific Telephone & Telegraph Co., 
Norma Cerbin, Sanger Telephone Co. 
and Geraldine Rademaker, The Pacific 
Telephone & Telegraph Co. As an added 
feature, an entertaining and informa- 
tive speech presented by Alfred J. 
Barran, director of public relations for 
General of California, entitled, “‘The 
You In Public Relations,” was pre- 
sented. In this talk, Mr. Barran, with 
the aid of amusing illustrations, dis- 
cussed the basic elements which go to 
make up a successful public relations 
program for almost any type of busi- 
ness. 

J. Curtis Newman, of Coachella Val- 
ley Home Telephone & Telegraph Co. 
led the plant round table. Others par- 
ticipating were J. L. Robb, Superior 
Cable Corp.; J. S. Daniels, The Pacific 
Telephone & Telegraph Co.; C. C. Davis 
and Louis D. Yard, both of General 
Telephone Co. of California. 

Mr. Daniels discussed direct distance 
dialing, covering such features as rout- 
ing pattern, standard switching pat- 
terns, transmission design objectives, 
etc. Mr. Robb gave a most interesting 
paper on a new development in in- 
sulated line wires. This parallel line 
wire may also be used for extra long 
drops (e.g.: 4 mile off main lead), 
connecting directly to the subscribers’ 
station protectors. Mr. Yard and Mr. 
Davis discussed means of keeping down 
construction and maintenance costs. 

Leader of the accounting panel, 
Keith E. Vine, of the California Water 
& Telephone Co., was assisted by Le- 
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land Dowden, San Joaquin Telephone 
Co.; Blair Hutson, State Board of 
Equalization, and Frank Peter, Gen- 
eral of California. 

The traffic panel was led by Owen G. 
Jarboe, General of California, assisted 
by Ann C. Peterson, Gilroy Telephone 
Co.; Jerome P. Berenbeim, General of 
California; Harold F. Knapp, Sanger 
Telephone Co. and Louis L. Thomas, 
Citizens Utilities Co. of California. 

Two resolutions were passed honoring 
Charles F. Mason, chairman of the 
board of General Telephone Co. of Cali- 
fornia, and Willard Wade, vice presi- 
dent of the California Interstate Tele- 
phone Co. upon their retirement from 
the association’s board of directors. 

Highlighting the convention with the 
unexpected, President Crowe introduced 
to the assembly the youngest applicants 
for membership the association has ever 
known, John Davis, 14, of Berkeley, 
Tom Voorhees, 15, of Berkeley, and 
Preston Thomson, 16, of El Cerrito. 
They were formally voted in as mem- 
bers. 

This all began when Thomson wrote 
a letter of application for all three in 
which he said, “I believe us Independ- 
ents should stick together.” 

Their qualifications: They operate 
two functioning private telephone com- 
panies, one with 15 subscribers, the 
other with two. They are in the midst 
of two big technological improvements 
—a changeover from manual to dial 
telephones, and planning of a radio link 
between the two companies. 

They are not only the youngest mem- 
bers of the association, but their two 
companies are the smallest operating 
telephone companies that anybody knew 
about anywhere. The three boys com- 
bine the functions of utility executives, 
switchboard operators and repairmen. 

Davis, youngest of the entrepre- 
neurs, explained their project this way: 


“We got interested in telephones a 
long time ago—years ago, when we 
were 9 or 10, so we scrounged a lot of 
surplus stuff and started rigging up a 
few magneto telephones — you know, 
the old-fashioned ones with cranks. 

“We got the chief of police to get 
the county road department’s permis- 
Sion for us to string wires across 
Streets, and then we set up a few of 
our own poles and used a lot of trees 
in people’s back yards. 

“Well, we started service to a few 
of our friends and then some more of 
them wanted telephones. Mostly it’s 
boy friends and girl friends—we hook 
them all up together and then they 
yak; you know how that sort of thing 
Is. We used to monitor some of the 
calls, but the kids would give us a bad 
time if they found out, so we stopped 
doing it. 


“Anyway, when we change over to 
automatic (dial) equipment, everybody 
will have guaranteed privacy.” 
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toll calls 
TIMED TO THE SECOND 





This is the ultimate in modern, dependable and 
accurate computing of all toll calls TIMED 
TO THE SECOND. And what’s more it’s all 
done automatically—no need for operators 

to do it manually. 


Just a flick of a lever, and Calculagraph 
computes, prints and records ELAPSED time 
of toll calls, thus eliminating human errors and 
allowing every operator to handle more calls— 
and more calls mean more dollars to you. 


For time-saving operation, for dependable 
accuracy, for greater toll-call volume, install 
Calculagraphs on your switchboard. Investigate 
this model 33 shown here (others available 
according to need) and see for yourself what 
CALCULAGRAPH can do for you. 


iron t deity, write today for catalog to Dept. 7 











233 Photograph courtesy Lincoln (Neb.) Telephone and Telegraph Co. and Automatic Electric Sales Corp 


CALCULAGRAPH 


Lh sara 


HARRISON, N. J. 
THE STANDARD OF ACCURACY SINCE 18692 
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The three boys, all of whom hope to 
enter the commercial telephone busi- 
ness when they’re older, don’t charge 
their subscribers anything for telephone 
service. 


Lyndon Farwell, president of the 
Los Gatos Telephone Co., acting as 
chairman of the nominating committee, 
announced that Fred MacGougan had 
been elected president of the associa- 
tion to succeed Richard D. Crowe. 


Mr. MacGougan is manager of the 
telephone division of the California 
Water & Telephone Co., Monrovia, and 
has had almost 40 years experience 
with the telephone industry. He re- 
mains a director. Other officers elected 
for the 1956-57 term are: J. Curtis 
Newman, first vice president; J. P. 
Maguire, second vice president and 
Neal C. Hasbrook, secretary-treasurer. 

Directors will be: Mr. MacGougan, 
Mr. Crowe, Mr. Maguire, Mr. Newman, 
and Donald H. Strahl. Two new di- 
rectors, Harlan W. Holmwood and W. 
Gilman Snyder were also elected. 

Following the election of directors, 
Richard E. Hambrook, executive vice 
president of The Pacific Telephone & 
Telegraph Co. delivered the last ad- 
dress of the meeting. In discussing the 
relationship of The Pacific company 


with the Independent telephone com- 
panies, Mr. Hambrook said: 


“We sometimes approach our com- 
mon objectives with differing points of 
view. I am sure, however, that these 
different points of view, as they are 
resolved within the industry, strengthen 
our joint endeavors. We have the ma- 
chinery, and I am sure, the will to 
continue solving mutual problems in 
the public interest. Our responsibility 
to the people of California demands no 
less and our business sense underwrites 
this kind of close cooperation. ... 


“There are some 13% million people 
here today. This figure represents a 
growth of about 53 per cent since 1940. 
Just since 1950, we have added enough 
people to populate the city of Chicago. 
No wonder some of us still have held 
orders. 

“Between 1940 and 1950, San Fran- 
cisco and Oakland grew 24 per cent. 
3ut the ring of suburban towns around 
them grew 106 per cent. Down south, 
San Diego grew 64 per cent, while its 
suburban ring grew 159 per cent. 


“Everything indicates this trend to 
suburbia will continue and even accel- 
erate. It is reflected in the estimate of 
200,000 new living units to be built 
every year for the next 10 years. 


“This figure has even more impact 
for us because the proportion of house- 
holds with telephone service is going 
up. Right now 76 per cent of all Cali- 
fornia households have service. By 


YOU GET 4-ayole DEPENDABILITY 
AND Light werght TOO...IN AN 


2,500 Watts 







139 pounds 


1,500 Watts 
125 pounds 


Series 105AK 






ONAN 
Electric 








Series 205AJ o; t 


These power-packed electric 
plants give you all the 4-cycle ad- 
vantages of quick starting, long 
life and trouble-free operation 
. . . with an amazing weight 
saving Over usual 4-cycle plants. 
You can carry them easily to 
any spot... and you can count 
on them delivering tneir full 
rated capacity as long as you 
need it. Both are single-cylinder, 
air-cooled . . . completely 
equipped and ready to go. 
Other models to 50,000 watts. 


Write for special folder on lightweight models! 


D. W. ONAN & SONS INC. 





3878 University Ave. S. E 
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1965 it is estimated that 86 per cent 
will have service.” 


The future, according to Mr. Ham- 
brook, looks bright and promising, but 
he warns that the telephone industry, 
as a business, is committed to do more 
than just keep up with the times. In 
quoting a top merchandiser of a highly 
successful company, he said: “We long 
ago crossed the Rubicon of the engi- 
neer telling the customer what’s good 
for him... we know we have to give 
the customer what he wants.” 

“Orienting your business to customer 
‘wants’ gives you one half of the mer- 
chandising approach,” he continued. 
“The other half is implanting ‘wants’ 
and making them grow.” 


In conclusion, Hambrook said: 


“T have talked about California’s 
growth, merchandising, the problems 
of extended area service, labor and leg- 
islative problems, and our ever-present 
need to improve earnings. 

“There is one final area in which all 
of these things find expression ... (and 
that is) public relations. 

“To me this means simply the per- 
sonality of our business. It shows up 
in a million different ways all the time. 

“The things that are said about us 
in the newspapers, the way an installer 
talks to a housewife, business office 
contacts, whether or not we get a rate 
increase we ask for, whether or not a 
construction truck does a safe, cour- 
teous job of driving on the highway, 
and the things that people say to one 
another about us. 

“Advertising, news releases, open 
houses, and many other traditional pub- 
lic relations channels are familiar to 
us all. But they only do a part of the 
job. Unless our employes understand 
what we are and where we are headed, 
and reflect this on the job and off it, we 
can’t be sure we are doing a thorough 
job of public relations. 

“Helping people to achieve this 
understanding, identifying themselves 
with the business, is not always easy. 
It’s a test of good management. It 
takes time and it takes money. 

“Most of all, you have to believe in it 
yourself. You have to have faith that 
it will work. 

“You will find no better public rela- 
tions force than our employes—every 
employe can be a member of your pub- 
lic relations department.” 





Grant Missouri Rate Raise 
To Cover Wage Increase 

The Doniphan (Mo.) Telephone Co. 
has been authorized to increase its 
rates by $6,680 a year to make up for 
wage increases ordered by the federal 
minimum wage law, it was reported on 
June 25 (TELEPHONY, Feb. 11, p. 34). 

However, the Missouri Public Service 
Commission said the increase in rates 
would not be granted until the com- 
pany improved long distance service 
between Piedmont and Greenville, now 
served by only one line. 


TELEPHONY 








oe 

















SALAS 








spp 














RAY THEON 

KTR SERIES 

TV MICROWAVE LINKS 
FOR RACK MOUNTING 


To meet your need for permanent TV relay 
installations, Raytheon now provides its famous 
KTR series links for fixed as well as portable use. 
Retaining all of their fine performance features, 
the KTR-100 and KTR-1000 (100 mw and one 
watt) are now available rack mounted for the 
6000 and 7000 mc bands. 


A new accessory system offers remote control 
of important transmitter and receiver functions 
and also includes an alarm circuit. Both rack- 
mounted and portable units can be operated with 
waveguide extensions. A ferrite isolator elimi- 
nates long-line effects, thus permitting indoor 
operation and maintenance of the entire equip- 
ment, with the antenna system separated from 
the radio equipment by as much as 100 feet. 


In nearly 200 television stations*, Raytheon 
KTR links provide monochrome or color with 
simultaneous program audio transmission at low- 
est cost with greatest reliability. With the addi- 
tion of rack mounted units, Raytheon now serves 
you with the most complete line in the industry. 


PORTABLE KTR UNITS 
FOR REMOTE PICK-UPS 


The ultimate in simplicity and 
portability, Raytheon KTR equip- 
ment for portable use consists of 
only four compact units with a 
total weight of 162 lbs. Portable 
units are available for all bands — 
color or mono- 
chrome with au- 
dio channel —if 
desired. 


*Names on request. 








For complete information, please write Dept. 6120. 


RAYTHEON MANUFACTURING COMPANY 





4-3012 
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The Combination Tag-and- 
Terminating Board, showing 
cable pairs properly con- 
nected. Tips — Horizontally, 
RINGS—Vertically. 


4419 Tulsa 





ONE MAN WORKING 
ALONE 
Identify Non- 
Working Cable Pairs 3 
times faster than 2 men 

working together. 


Can Now 


DISTANCE: 
2 feet to 40 miles 


CONTINUING IMPROVEMENTS IN THE 


Wurplhy “QNE-MAN” Cable Tester 


MODEL CMUW 










The NEW 
MODEL CMUW 
The new weatherproof gasket 


sealed case is now a part of 
every MODEL C shipped. 


WE SELL DIRECT ONLY TO DOMESTIC CUSTOMERS 
Foreign Customers See Your Export Agent or Write Us 


MURPHY ENGINEERING LABORATORIES, INC. 


Houston 24, Texas 
















Multiple Arm 


RELAYS 
by SIGNAL 


Versatile — Rugged 
Cast Aluminum Base 


High Shock and Vibration 
Resistant 


Available AC — DC 


Contact Capacities Available 
10; 35; 50 amp. 


Contact Combinations on 
Same Base 


Designed to Meet Many 


MIL Spec’s For complete data; write for Bulletin No. 30-4 


Engineering 
representatives 
in principal cities 
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HEAVY DUTY 





A superior relay that has endured 
the test of time... Specified for 
many years by America's largest 
manufacturer of electrical controls 
and communications equipment. 


Signal Engineering & Mfg. Co., has changed its name to 


INF 


RELAYS Rweesd LONG BRANCH, N. J 





Southern Bell Franchise 
Tax to be Tested in Miss. 

Southern Bell Telephone & Tele- 
graph Co. sought a court order on July 
5 to escape payment of a 2 per cent 
franchise tax which utilities are re- 
quired to pay municipalities under a 
new Mississippi state law. 

The company filed suit in United 
States District Court against the city 
of Meridian. Southern Bell officials 
said it was a test case to declare the 
provision invalid in all municipalities 
in the state as far as they are con- 
cerned. 

Under the Public Utilities Law 
passed this year, utilities are required 
to pay two per cent of gross revenue to 
municipalities in which they operate. 
This is for use of public streets. 

The company, in the complaint, said 
it has a “perpetual and irrevocable 
grant or franchise to use and occupy 
the streets and alleys and other public 
places in the state of Mississippi with- 
out payment therefor.” 

The case will be heard by Federal 
District Judge Sidney Mize on July 26. 


General of SW Wins Raises 
For Five Texas Exchanges 
The following rate increases, all in 
Texas, were granted General Telephone 
Co. of the Southwest, San Angelo, 
Tex., during June: 
Old New 
Aspermont, automatic, 383 stations. 


One-party business ...$8.00 $9.50 
Two-party business ... 6.00 7.50 
One-party residence .. 4.25 4.75 
Two-party residence .. 3.50 4.00 
Avinger, automatic, 150 stations. 
One-party business ... 7.50 9.00 
Two-party business ... 5.75 7.00 
One-party residence .. 4.50 5.29 
Two-party residence .. 3.75 4.25 


Seagraves, common battery, 
728 stations 


One-party business ... 7.00 8.50 
Two-party business ... 5.50 7.00 
One-party residence .. 4.00 4.50 
Two-party residence .. 3.25 3.75 
Seadrift, magneto, 172 stations. 
One-party business ... 6.00 7.75 
Two-party business ... 5.00 6.50 
One-party residence .. 3.50 4,25 
Two-party residence .. 3.00 3.90 
Winfield, magneto, 52 stations. 
One-party business ... 4.50 6.50 
Two-party business ... 3.75 9.50 
One-party residence .. 3.00 3.79 
Two-party residence .. 2.50 3.25 


N. D. Company Requests 
Raised Rate Schedule 

North Dakota’s Public Service Com- 
mission scheduled a hearing for Aug. 1 
on an application by the Mountain 
Home Telephone Co., Dunseith, for au 
thority to increase rates in its Kelvin 
exchange. 

The company asks a raise in its net 
annual rate for rural residence tele- 
phones from $16 to $22. 
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Two Georgia Independents 
Gain Higher Rates 

Schedules of higher rates for the 
Dixie Telephone Co., an REA loan re- 
cipient, and the Farmers Telephone 
Co., Springfield, were approved on June 
25 by the Georgia Public Service Com- 
mission. 

The Dixie company’s rates are for 
service rendered at Collins and Uvalda, 
when these exchanges are converted to 
automatic operation. Present and auto- 
matic rates are: 


Present Auto- 
Collins Uvalda mati 


One-party business . .$3.50 $3.00 $6.75 








Two-party business .. —— —— 5.75 
Four-party business 4.75 
One-party residence . 2.75 2.50 4.25 
Two-party residence .—— —— 3.50 
Four-party residence. —— —— _ 3.00 
Rural multi-party 

ee eee —— 3.00 5.25 

ROEBIGONCE ..0..65% —— 2.50 4.25 


The commission order also contained 
the following: 


“It was indicated that the average 
annual requirement for principal and 
interest payments on the loan from 
REA would amount to some $9,877 and 
that net operating revenues of $6,984, 
together with cash available from de- 
preciation accruals would be adequate 
to meet the annual requirement of the 
loan. 

“The commission, in a separate order 
issued... (on June 25), authorized the 
company to borrow $244,000 from REA 
and to issue and sell 150 shares of $100 
per share par value common stock, the 
proceeds from the loan and sale of 
stock to be used to enlarge and im- 
prove existing facilities, also to con- 
vert the system to automatic dial oper- 
ation. 

“It appears that debt service re- 
quirements on the proposed loan from 
REA will amount to $10,726 per an- 
num beginning the fourth year from 
the date of the mortgage note or notes 
when and as issued with respect to the 
loan in lieu of $9,877 per annum esti- 
mated by the company. 

“It further appears that net operat- 
ing revenues of $8,464 per annum, to- 
gether with cash available from depre- 
ciation accruals, will be adequate to 
meet requirements of the proposed loan 
from REA. 

“It appears that the foregoing in- 
vestment will provide telephone service 
to an estimated 484 subscribers with a 
total of 519 stations approximately 
five years after inception of the project. 


The Rincon exchange of the Farmers 
Telephone Co. was cut over to auto- 
matic operation in August 1955. Old 
and new rates are: 


Old New 


One-party business ..... $3.75 $5.00 
Two-party business ..... 3.25 4.00 
Four-party business .... 2.75 3.00 
One-party residence .... 2.75 4.50 
Two-party residence .... 2.00 4.00 
Four-party residence .... 1.50 3.50 
Rural multi-party 

Business, flat rate .... 3.50 3.50 

Residence, flat rate ... 3.00 3.50 
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With labor and maintenance costs much higher 
today than some years ago, it is natural for tele- 
phone companies to insist on installing drop wire 
that will give long service. Dependability in 
Lowell's complete line of Telephone Wires is 
assured by a technical staff using many physical 
tests to determine the effect of heat, aging, ten- 
sile strength, compression, cold, acids, oils, mois- 
ture and abrasion. Tensile test machine at right 
which tests for adhesion enables us to guarantee 
that the adhesion bond between the insulation 
and conductor is stronger than the conductor 
itself. 





Compression testing is essential in high grade insulated tele- 
phone wires. All Lowell parallel neoprene jacketed drop wire is 
tested in our laboratory to withstand pressure of 2000 Ibs. or more 
before the insulation jackets are crushed. Since resistance to com- 
pression determines the quality of the adhesion these tests prove 
that Lowell Drop Wire will stand the crushing action of the 
P Clamp without cracking of the insulation or jacket, thus insuring 
dependability and long life in service. 


“Fine Wires Only” 
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Standard of the 
Industry for 
Nearly a Century 


Ask the lineman on the pole... the 
electrician at the switchboard. They 
will tell you that the pliers they rely 
on are Kleins—every time. 


Kleins have been serving the 
electrical industry since the first 
wires were strung and today have 
the same high quality, the same 
fine craftsmanship, the same indi- 
vidual inspection and testing that 
have won them their place for a 
century as first in pliers. 


A wide variety of sizes and styles 
to meet any need... but only one 
quality—the highest. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp. 


New York 
em SEND FOR 
@ | POCKET TOOL GUIDE 
@. This handy pocket sized 


book giving complete in- 
WEN TOUS formation on the Klein 
line for Linemen and Elec- 
tricians will be sent free on 
request. Write for a copy. 


Mathias KLEIN & Sons 


71200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 








According to TELEPHONY’s 1956 Di- 
rectory of the Telephone Industry, the 
Rincon exchange serves 80 dial tele- 
phones. 


To Add Two Members to 
Louisiana Commission 

A proposed state constitutional 
amendment to enlarge the Louisiana 
Public Service Commission from three 
to five members was given final ap- 
proval by the state legislature on July 
10 for submission to the voters at the 
November election. 

The measure provides that the gov- 
ernor can name the two new members 
to serve until elections for one new 
member are held in 1958 and for the 
other in 1960. The six-year terms of 
the present members would remain un- 
changed. 

Removed from the measure prior to 
final legislative approval was a provi- 
sion that would have extended the 
terms of present members to 10 years. 


La Croix Medal Awarded to 
First California Employe 


By exercising good judgment and 
quick thinking, John Q. Upton, com- 
mercial technician for the General 
Telephone Co. of California, helped 
minimize one of southern California’s 
worst tragedies by saving one of two 
lives involved in a freak Long Beach 
traffic accident last November. 


Because of the courageous action he 
exerted during this crisis, he was the 
first California employe to be awarded 
the La Croix bronze medal including a 
cash bonus which was presented by 
Edwin M. Blakeslee, company presi- 
dent, in Santa Monica, it was reported 
on June 28. 

Two Long Beach City College stu- 
dents were injured in the accident, a 
20-year-old co-ed, Virginia A. Lehmuth 
and 19-year-old Marcel V. Naret, when 
a trailer carrying sound equipment for 
the Long Beach City College Homecom- 
ing Parade broke loose and smashed 
into a crowd of spectators on Ocean 
Boulevard. Both Virginia Lehmuth and 
Naret were crushed beneath the trailer. 

Several other students in the group 
managed to jump clear of the trailer 
as it careened onto the sidewalk on 
East Ocean Boulevard. 


At this particular moment, Upton, 
who was passing by, recognized the 
seriousness of Naret’s condition and, 
using his wartime first-aid knowledge, 
applied pressure to a severed artery in 
the injured man’s neck until ambulance 
crews arrived. 

A statement from the police revealed 
that the trailer smashed the couple 
against a store front pinning them bke- 
neath the trailer and against the build- 
ing. Broken glass from the store win- 
dow showered down on the girl and her 
companion, while they were pinned be- 
neath the trailer. 

The driver of the car pulling the 





Courageous action and unusual meritorious achievement earned for John Q. Upton 

(extreme right) the La Croix bronze medal presented by Edwin M. Blakeslee. 

president of the General Telephone Co. of California (second from left). Ob- 

serving the presentation are Upton’s wife, Joan (extreme left) and Marcel Naret. 
college student whose life he saved (second from right). 
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trailer was cited by the police for not | 
having a safety chain linking the car | 
and the trailer, and for not having a | 


driver’s license in his possession. 


Lowest Accident Rate Held 


By Communications Workers 
The communications industry again | 


in 1955 led all others by turning in the 
lowest employe average accident fre- 
quency rate of .86, based on disabling 
injuries per 1,000,000 man-hours. This 
was a 34 per cent improvement from 
the 1954 rate, which was also the lowest 


for all industries, reports the National | 


Safety Council. 
Workers employed by member com- 
panies of the Council had fewer acci- 


dents in 1955, but the ones they had | 


were more serious. 
Industrial injury rates for last year, 
released by the Council in advance of 


the 1956 edition of its annual statistical | 


yearbook, “Accident Facts,” show a re- 
duction in frequency and an increase 
in severity of 1955 accidents compared 
with 1954, 

Twenty-five of the 40 basic industry 
classifications reduced their frequency 
rates. Although more than half reduced 


their severity, this reduction did not | 


make up for the increases of others. 


The average accident frequency rate 
for employes in all industries submit- 


ting company reports to the Council, | 


was 6.96 in 1955—a reduction of 4 per 
cent from the year before. This is the 
first time that the all-industry rate has 
been held to less than 7. 


Electrical equipment held second 
place with a rate of 2.13—a 15 per cent 
reduction. Aircraft manufacturing and 
cement made 21 per cent improvements, 
dropping automobile manufacturing 
from third to fifth place. 

The average accident severity rate 
for all industries reporting to the Coun- 
cil, based on the number of days lost 
per 1,000,000 man-hours, was 815 last 
year—an increase of 2 per cent. 

Tobacco, with a rate of 87 and a 
1955 reduction of 59 per cent, nosed out 
communications to take first place in 
the severity column. Communications 
was second, with a rate of 97 and serv- 
ice industries third, with a rate of 105. 


A new volume of “Five-Minute 
Safety Talks for Foremen,” by Roland 
Blake, industrial accident prevention 
authority, has been published by the 
Council. Book 6, like the previous vol- 


umes, contains 52 talks designed to | 


build sound attitudes on accident pre- 
vention. 

The talks include material on general 
topics such as attitudes, lifting and first 
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P clamps are the most widely used method of attaching drop 
wire to buildings. Lest you may worry about a P clamp causing 
slipping of the insulation or jacket on Alphaduct Neoprene 
Jacketed Drop Wire — read about this Alphaduct service test. 
This test is made daily. 


A sample of Alphaduct wire is inserted in a P clamp with 
12 inches of the wire projecting from the top of the clamp. 
The bail of the clamp is then inserted in the upper jaws of a 
tensile testing machine, and the end of the wire is stripped free 
of jacket and insulation and inserted in the other end of the 
machine. 


Thg jaws of the machine are then gradually separated until 
the conductor breaks. The conductor must break before there 
is ANY slipping of either the jacket or the insulation. 


Don’t have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves. 


‘LPH AUUC | WIRE AND CABLE COMPANY - NEW BRUNSWICK, N. J. 


NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 


THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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Weatherproof 





Laboratory tests and actual field 
experience prove Armstrong 
Glass Insulators resist weather- 
ing, thermal shock, punishing 
line strains . . . and still perform 
at peak efficiency. These all- 
weather insulators, molded of 
heavy industrial glass, stay on 
the job and save you mainte- 
nance costs. For information 
about the models best suited for 
any given application, write 
Armstrong Cork Co., Glass and 
Closure Div., 295 Fifth 


New York 16, N. Y. 


Ave., 


Watch Armstrong Circle Theatre every 
other Tuesday evening on NBC-TV 


rN gaat-iagelale| 
GLASS INSULATORS 


for communications 





-. for power 


aid, as well as information on specific 
problems including the use of powder- 
actuated hand tools, masonry chipping, 
caustic chemicals, explosive dusts, flam- 
mable liquids, drills, saws and electric- 
ity. There are two talks on off-the-job 
safety. 

For further information and prices, 
write the National Safety Council, 425 
N. Michigan Ave., Chicago 11, IIl. 

* 

The 1956 National Directory of 
Safety Films is also now available from 
the Council. 

The directory 
source of 


provides a compact 
information about films on 
safety, first aid, fire prevention and 
civil defense. It more than 
1,200 available films, with information 
on millimeter, running time, color, year 
of production and a brief summary of 
the plot. 

A copy of the National Directory of 
Safety Films may be purchased for 
$1.00 from the Council. 


Book Review 
“ELECTRICAL CIRCUITS: DIRECT 
AND ALTERNATING CURRENT,” by 


Charles S. Siskind, assistant profes- 


describes 


sor of electrical engineering, Purdue 
University. 502 pages, 261 
Price $6.75. 

This book provides a single introduc- 
tory course on the fundamental prin- 
ciples of electric and magnetic circuits. 
Covering both de and ae circuits, it is 
designed especially to prepare one for 
advanced studies in machinery, power 
distribution systems, electronic circuits, 
control equipment and other electrical 
devices. This book gives a solid founda- 
tion of circuit principles which is both 
rigorous and consistent with good engi- 
neering practice, the publisher states. 


illustra- 
tions. 


The text is divided into two major 
parts: Part One deals with circuits in 
de systems, while Part Two builds upon 
the de material and covers circuits in 
ac systems. According to the publisher, 
the book takes you, in logical step-by- 
step fashion, from simple relationships 
to those of a more complex nature. 

In presenting the various electric and 
magnetic circuits, there is a blending 
of both detailed descriptions and math- 
ematical analyses. Throughout, theory 
is put into actual use and principles 
are translated into practical applica- 
tions and eperations. 

Important points are reemphasized 
as the book progresses. At the end of 
each chapter are problems in circuit 
theory and application, with answers 
given at the back of the book. The table 
of contents includes: 

(1) Basic Electrical Ideas and Units 

(2) Wires, Cables, and Insulation 


(3) Direct-current Circuits I—Ohni’s 
Law—Power—Energy 

(4) Direct-current Circuits 
Kirchhoff’s Laws—Basic Theorems 

(5) Magnetism and Magnetic Fields 

(6) Magnetic Circuits 

(7) Direct-current Instruments and 
Measurements 

(8) Inductance and Electromagnetic 
Induction 

(9) Capacitance and Dielectric Cir- 
cuits 

(10) Sinusoidal 
rents 

(11) Resistance (R), Inductance 
(L), and Capacitance (C) Circuits 

(12) Parallel and Series-parallel 
Circuits 

(13) Resonance in 
allel Circuits 

(14) Cireuit Analysis by Vector Loci 

(15) Network Laws, Theorems, and 
Principles 





I]— 


Voltages and Cur- 


Series and Par- 


(16) Coupled Cireuits and Mutual 
Induction 
(17) Alternating-current Instru- 


ments and Measurements 

(18) Polyphase Circuits 

(19) Nonsinusoidal Waves 

Appendix 1. Derivations of Funda- 
mental Equations: 

I—Direct-current Circuits 

I]—Alternating-current Circuits 

Appendix 2. Natural Sines, Cosines, 
Tangents and Cotangents 

Appendix 3. Common Logarithms of 
Numbers 


This book is 
TELEPHONY. 


obtainable through 


Walnut, Iowa, Independent 
Elects President 

The Walnut (Iowa) Telephone Co. 
has elected Charles Koch, a_ retired 
farmer living at Harlan, Iowa, as presi- 
dent. He succeeds the late J. A. Schutt- 
loffel, who had been president for over 
40 years. A. M. Jacobsen is vice presi- 
dent, Henry Rossmann, treasurer, and 
Otto Matthies of Atlantic, 
manager. 


Iowa, is 


Obituary 

J. A. SCHUTTLOFFEL, 79, president and 
manager of the Walnut (Iowa) Tele- 
phone Co., and a director of the Iowa 
Independent Telephone Association, 
died recently. 

Mr. Schuttloffel was the chief ex- 
ecutive of the Walnut company from 
its founding in 1914 until he died. He 
was also active in farming and insur- 
ance, having been a director of the 
Farmers Casualty Insurance Co. for 20 
years. 


Minn. Company Completing 
$125,000 20-year Loan 

The Dwelle Telephone Co., Lake City, 
Minn., is completing a 20-year loan in 
the amount of $125,000, with the Min- 
isters Life & Casualty Union of Minne- 
apolis. 

The loan was negotiated through 
M. H. Bishop & Co., Minneapolis, who 
specialize in Independent telephone 
company loans. 
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° YES den moni 


CHALLENGING POSITIONS 
FOR MEN QUALIFIED AS 
@ VICE PRESIDENT 


. in charge of operations; to coordinate 

entire program with government agencies in 

2 areas where work is to be handled and to 
direct work of — 


@ TELEPHONE ENGINEERS 
. must be experienced in one or more of 
the following: Inside Plant . . . Outside Plant 
. . Telecommunications Traffic Flow Engineer- 


ing ... Telecommunications Commercial 
Engineering. 


@ TECHNICAL SUPERVISORS 
... must have high performance background 
in installing and/or maintaining DIAL 
CENTRAL OFFICE, TOLL TESTBOARD & 
EQUIPMENT, MANUAL COMMON BATTERIES 
SWITCHBOARD EQUIPMENT, OUTSIDE PLANT 
a CONSTRUCTION, RADIO RECEIVING 
STATIONS, RADIO CONTROLS, CENTRAL 
COMMUNICATIONS SUPPLY. 


@ ALSO, OTHER ALLIED OPENINGS 


@ COMPENSATION includes top salaries, over- 
seas bonuses and living quarters, valuable com- 
pany benefits and periodic salary review. 


@ PRESENT or RECENT EXPERIENCE will be 
acceptable. Please be specific in your first letter, 
i written to Personnel Dept., 


PHILCO 7ECHREP DIVISION 


22nd & Lehigh Ave., Philadelphia 32, Pa. 
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“Needs Experts 
-TO ORGANIZE & BUILD: 
A TELEPHONE COMPANY © 


in Overseas Area, 













No matter 
what the weather, 
we can always 
get together— 
the engineers, 
the supervisors, 
the needed 
men and tools, 
to 
build, erect, 
modify or change 
any installation, 
no matter how 


large or small 


GUSTAV HIRSCH 


ORGANIZATION, INC. 


1347 WEST FIFTH AVENUE 
COLUMBUS, OHIO 
HUdson 8-0611 
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One squeeze 
SERVES GUY STRAND 


with KEARNEY 


GUY WIRE CLIPS 


Here’s the fastest way to neatly 
and permanently serve up 
strand ends. The half-formed 
clip slips easily onto the guy 
wire and end. It’s closed with a 
squeeze of the KEARNEY Guy 
Wire Clip Tool...or with an 
ordinary pair of pliers. The 
whole job can be done in less 
than a minute. 


KEARNEY Guy Wire Clips 
are available in six sizes of alu- 
minum, galvanized iron and 
copper. 


For pow . . Safer sass 
KEARNEY 
PRODUCTS 


JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Avenue, St. Louis 10, Mo. 
Canadian Plant: Guelph, Ontario 





| Lenkurt Electric Announces 
Two Promotions 
Promotion of Edward G. Hall to 
| chief applications engineer and Carl 
| W. Roe to general commercial relations 
| manager is announced by Lenkurt Elec- 
tric Co., San Carlos, Cal. Both have 
| had many years of telephone operating 
and engineering experience. 
Hall joined Lenkurt in 1951 as an 
| engineering representative and subse- 





E. G. HALL 


| quently became sales engineering man- 


| ager and general sales manager. Earlier 


| in his career he was a toll plant en- 
| gineer for the Wisconsin Telephone 
Co., a radio engineer for the Wilcox 
Electric Co., and a transmission en- 
gineer for the Indiana Associated Tele- 





Cc. W. ROE 
| phone Co. He is a member of Institute 
| of Radio Engineers. 

In his new position, Mr. Hall directs 
application of Lenkurt carrier and 
microwave radio telephone transmis- 
sion systems to meet the requirements 
| of individual customers. His expanded 


applications engineering division also 
performs several functions in support 
of sales, including order servicing, sales 
engineering service, sales forecasting 
and technical training of custome?’s 
personnel with Lenkurt equipment. 

As general commercial relations 
manager, Mr. Roe directs sales con- 
tacts with the Automatic Electric Sales 
Corp., Lenkurt’s distributor to Inde- 
pendent telephone companies, railroads 
and industrial users. He also directs 
Lenkurt sales to government agencies, 
other electronic manufacturers and the 
Bell System. 

Mr. Roe’s background includes 20 
years of experience with toll transmis- 
sion while associated with AT&T Long 
Lines, and five years with Automatic 
Electric Sales Corp. as a staff enginee: 
and division manager. 


Seoul Central Office Gets 
Federal T&R Equipment 

The capacity of the Seoul central 
telephone office in Korea will be doubled 
as the result of a 2-million-dollar or- 
der for “step-by-step” automatic dial 
equipment which is being shipped by 
Federal Telephone & Radio Co., a di- 
vision of International Telephone & 
Telegraph Corp. 


When installed later this year, the 


EXTRA Holding Power 
QUICKLY Installed 
TOUGH For long life 









EVERSTICK 
ANCHORS 


For new construction and maintenance 
— Everstick Anchors speed up work and 
provide dependable anchorage on all 
types of jobs. Made of resiliant, rust 
resistant malleable iron. The toughest 
anchors made. Write for bulletin. 
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apparatus will add 8,500 lines to the 
Seoul exchange. A _ 60-position toll 
board is also included to take care of 
the constantly increasing long-distance 
communications requirements in the re- 
public of Korea. 


Electrical Mfg. Co. Buys 
Oliver’s Pole Line Division 

Oliver Iron & Steel Corp., of Pitts- 
burgh, has sold its pole line materials 
division to Electrical Manufacturing 
Co., of Battle Creek, Mich. Announce- 
ment of the sale was made by William 
H. Rea, vice president of Oliver Iron 
& Steel, and George C. Price, president 
of Electrical Mfg. Co. The sale was for 
an undisclosed amount of capital stock 
of Electrical Mfg. Co. 

No changes are contemplated in 
plant location, customer service, mar- 
keting policies and organizations, man- 
ufacturing practices or key personnel. 

Mr. Price will head the new firm. 
G. Mayne Daly, former Oliver general 
manager of sales, has been named vice 
president of marketing. A new re- 
search, product design and development 
group will be established at the com- 
pany’s headquarters, headed by James 
H. Foote, presently vice president and 
chief engineer of Electrical Manufac- 
turing. 

Electrical Manufacturing is purchas- 
ing the assets, liabilities and Birming- 
ham warehouse of Oliver, and has 
taken a five-year lease on the section 
of the Oliver plant devoted to pole line 
manufacturing, which acounted for ap- 





Raymond L. Johnson has_ been 
transferred from Chicago to the 
New York offices of Automatic 
Electric Sales Corp., where he will 
serve as staff engineer for carrier 
and radio. Mr. Johnson joined 
Automatic Electric early this year 
after experience as a transmission 
engineer with the New Jersey Bell 
Telephone Co. 
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New Model 104 Carrier Frequency Voltmeter—5 to 150 kc 


Five Frequency-Selective Voltmeters 


Five precision frequency-selective volt- 
meters for carrier system measurements 
are now offered by Sierra. Including 
the new Model 104, these instruments 
cover all frequencies 3 to 800 ke. ‘They 
provide a fast, accurate means of meas- 
uring voltages in telephone, telegraph, 
telemetering and control circuits. They 
also make possible quick, dependable 
tracing of circuit faults. All five instru- 


ments have direct reading meters cali- 
brated in dbm from —20 to + 2 dbm 
on the meter and —60 to + 40 dbm on 
the range changing attenuator. All con- 
tain a built-in calibration oscillator and 
a VTVM for swift, simple calibration. 
For details, request Bulletin 107A. (/or 
wave analysisand harmonic studies 15 to 
500 ke, Sierra offers Model 121 Wave 
Analyzer. Request Bulletin 103). 


SPECIFICATIONS 



































Modei | Freavency Selectivity Accuracy Direct Reading in dbm 
" Range—kc | pown 3db | Down 45db | Frequency | Measuring | Balanced | Unbalanced 
1018 20-500 + 550 cps | + 2900 cps Note A + 3db Note D 600 ohms 
103At 3- 40 + 400 cps | + 3000 cps + 0.5 ke +3db Note D 600 ohms 
104 5-150 + 300 cps | + 1500 cps + Ike + 3db Note D 600 ohms 
18a | 15-500 | + S50cps| + 2900cps| Fi2ke | S24 [NS OmMS | 600 ohms 
114 100-800 + 550 cps | + 2900 cps Note A +3 db Note D 600 ohms 




















All Sierra Carrier Frequency Voltmeters feature built-in calibration oscillators and circuits for level calibration, 
have aural monitoring jacks, and (except 103A) are furnished with Sierra Model 149A Precision Spiral Scale Dials. 
¢Contains carrier re-insertion oscillator for monitoring suppressed carrier systems. Furnished with planetary 


drive dial. Note A. Ranges from 


+ 2 KC at low end of dial to + 3 KC at upper end. Note B. + 


1 KC in the 


48 KC to 256 KC region. Note C. + 1 db for +30 db to —40 db attenuator steps on 135 ohm balanced measure- 
ments. Note D. All models may be converted for 135 and 600 ohm balanced line measurements by convenient plug- 


in bridging transformer, Model 130A. 


< 





Sales representatives in major cities 


Sierra Electronic Corporation 
San Carlos 2, California, U. S. A. 
Canada: Atlas Radio Corporation, Ltd. 


Toronto, Ontario 
Manufacturers of Carrier Frequency Voltmeters, 
Directional Couplers, Wave Analyzers, Line Fault 
Analyzers, Wideband RF Transformers, Custom 
Radio Transmitters, VHF-UHF Detectors, Variable 
Impedance Wattmeters, Reflection Coefficient 
Meters, Calorimeters, Water Loads, Thermopiles, 
lon Gauge and lon Gauge Amplifiers, Phase 
Chongers. 3068R 
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- NATCO 


CLAY CONDUIT 


Costs less in 
the long run 


The proved and Nee 


standard protection 
for Underground Telephone Cables. 


Highest quality and full line of shapes. 


NATCO CORPORATION 


327 Fifth Avenue, Pittsburgh 22, Pa. 





MR. TELEPHONE 
MAN ! 


WITH THIS NEW POWERFUL 
MARKWELL 


TELEPHONE TACKER 





YOU CAN STAPLE ALL YOUR J-K 
WIRE AND CABLE UP TO 16 STRANDS. 


1] SAVEOVER50% 


IN MATERIAL AND LABOR. 
MARKWELL 


Free Service! 














Only $11.95 


Parts and labor no charge. Return postage paid 
to those buying MARKWELL Staples from us. 
OTHER USES—Stapling Drop Wire, Metal 
Numerals, Signs, Screens, Building Repairs 
and Maintenance, Etc. 


— PER us enna 





SIZE per pkg. per pkg. per pkg 
L3B 5/16" $2.80 $2.60 $2.40 
L3M 7/16" 3.05 2 85 2.60 
L3D 9/16" 3.30 3.15 2.95 


Sizes may_be assorted for army | gain. 
Further Discounts in Quantity Orders. 


Also rust-proof and carbon steel available. 


MARKWELL Manufacturing Co., Inc. 
Established 1919 

INDUSTRIAL PRODUCTS DIVISION Dept. 64 

200 Hudson Street, New York 17, N. Y. 








proximately 25 per cent 
ployes and space of the 
plant. 


of the em- 
Pittsburgh 


About two weeks ago, Oliver sold its 
fastener division equipment to Pitts- 
burgh Screw & Bolt for an undisclosed 
amount of Pittsburgh common stock. 
This division accounted for 75 per cent 
of the employes and space of Oliver. 

Oliver intends to retain its holdings 
in both Pittsburgh Screw & Bolt and 
Electrical Mfg. Co. In addition to the 
land and building, Oliver also owns the 
Allegheny & South Side Railway serv- 
ing its factories, which it will continue 
to operate. With the sale of the pole 
line and fastener divisions, Oliver will 
now concentrate on the development of 
its hydraulic business, the Berry divi- 
sion in Corinth, Miss. 

Electrical Manufacturing, founded in 
1940 by Mr. Price, has had a steady 
growth and acceptance in the pole line 
materials business, the company re- 
ports. Mr. Price expects the addition 
of the Oliver business to accelerate the 
rate of growth previously achieved by 
his company. 

Oliver Iron & Steel Corp., founded in 
1863 by Henry W. Oliver, is one of 

| Pittsburgh’s oldest firms. Its pole line 
| division, started in 1894, was the first 
in the country. 


C&D Batteries Appoints 
Two Sales Representatives 

Stanley J. Mahurin, formerly district 
manager for Gould-National Batteries, 
Inc., has been made Los Angeles sales 
representative for C & D Batteries, the 
company has announced. 


In addition to selling industrial stor- 





S. J. MAHURIN 


age batteries, Mr. Mahurin has diversi- 
fied background as an advertising copy 
writer, radio announcer, in professional 
color photography, the manufacture of 
liquid detergents, and as a professional 





W. H. KRAPF 


musician. He once played saxophone 
with Paul Whiteman and trumpet with 
Ted Weems. 

Many in the Los Angeles area know 
him in connection with the annual Cat- 
alina Island speedboat racing regatta. 

The company also announces the ap- 
pointment of William H. Krapf as sales 
representative for C & D Batteries in 
the Pittsburgh area. 

A member of the Materials Handling 
Society, Krapf joins C & D with some 
10 years experience as a field engineer 
and sales representative with Edison 
storage batteries. 

Mr. Krapf was previously associated 
with Westinghouse Electric Corp. 





\ 


J. J. Sullivan has been named 
manager of the new Silver battery 
division in the manufacturing de- 
partment of Exide Industrial Divi- 
sion, Philadelphia. In this position, 
he is responsible for manufactur- 
ing, processing and inspection 
functions in battery production 
for torpedoes, guided missiles and 
other special applications. 
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M. A. Kauff Named Wall’s 
Division Sales Manager 

M. A. Silverman, vice president in 
charge of sales of Wall Manufacturing 
Co., Grove City, Pa., has announced the 
appointment of M. A. Kauff of Far 
Rockaway, N. Y., as sales manager of 





M. A. KAUFF 


the industrial division of Wall Manu- | 


facturing Co., manufacturers of qual- 
ity soldering products since 1864. 

Mr. Kauff has been associated with 
various companies in the_ industrial 
sales field for over 25 years. He heads 
an industrial engineering staff that is 
available to industry for solving solder- 
ing problems, and for instructing on 
the proper care and use of soldering 
products. 


Raytheon Elects Executive 
Dr. Carlo L. Calosi has been elected 
a vice president of Raytheon Mfg. Co., 
it was announced by C. F. Adams, pres- 
ident. Dr. Calosi will serve as a con- 
sultant and participate in the manage- 


ment of the company’s microwave and ; 


power tube operations. 


Ill. Company Asks Rate OK 
Tampico Farmers Mutual Telephone 
Co. recently applied to the Illinois Com- 
merce Commiss‘on for rate relief on the 
principal classes of telephone service. 





T. A. HEYWOOD 
Telephone Services 
Engineering Pole Line Construction Cable 
Splicing Operations Installations Maintenance 
Specializing in R.T.A. Engineering 

Box 197 
Goshen, Ohio Phone REgent 4-4741 








CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION. 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 
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CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 


INSPECTION SERVICE 
Of poles, crossarms, and preservative treat- 
ments. Analyses of wood preservatives. 
Consulting and specification writing. Inspec- 
tors stationed throughout U.S.A. 


A.W.WILLIAMS INSPECTION CO., INC. 
MOBILE, ALABAMA 
ESTABLISHED 1921—MEMBER A.C.|I.L. 

















SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
“Pont. Trofle and Commercial” 


Engineering 
120 S. La Salle St. 
Chicago 3, Ill. Tel.: FRanklin 2-5924 





CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cost and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 











ROBERT E. FOLEY 
CONSTRUCTION CORP. 
DESIGN—SURVEYS—APPRAISALS—Construc: 
tion and Maintenance of Overhead and Under- 
ground Telephone Plant. Complete supply of 
poles available for emergency requirements. 
48 GRISWOLD STREET 
BINGHAMTON, N. Y. TEL. 2-7215 

















Builders of Outside Telephone Plants 


MORTON CONTRACTING CO. 
UNIT OR HOURLY RATES 
BOX 11 ¢ 6-6296 ¢ PEKIN, ILL. 





ATLANTIC 


Creosoting Co., Inc., 17 Battery Pi., N. Y. C. 
Creosoted Pine Poles © Crossarms 


PLANTS AND OFFICES 
Boston, Mass. Portsmouth, Va. 
New York, N. Y. Philadelphia, Pa. 
Savannah, Ga. 














L. D. McFARLAND COMPANY 
Box 390 + Sandpoint, Idaho 


WESTERN RED CEDAR, DOUGLAS FIR, 
WESTERN LARCH AND LODGEPOLE 
PINE. CREOSOTE AND PENTA BUTT 
OR FULL-LENGTH TREATED. 








What You Want 
When You Want It 


immediate Shipment from 
Nearest Warehouse Points 


TELEPHONES POWER suvecy mc 


TELEPHONE PRINTING 


By People Who Know 
the Telephone Business 
SEE THE SUTTLE CATALOG 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS | 


POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Pla‘n. 








Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash. —Creosoted Douglas Fir 
and Cedar Poles. 











Cc. M. Christiansen Co.—Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 











TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
PHONE 125 








Dierks Forests, Inc. (formerly Dierks 
Lumber & Coal Co.) Wood Preserving 
Division. 700 Dierks Building, Kansas 
City, Mo. Southern Pine select poles, 
all sizes and lengths, creosote and penta- 
pressure treated. Prompt shipment. 











Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms. Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 








LONSTRULTION £0. 


ENGINEERING © CONSTRUCTION © MAINTENANCE 


TOPEKA, KANSAS PHONE 4-2621 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas. 











Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘“‘Penta.”’ 
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CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 





HELP WANTED 


MANAGER for expanding coopera- 
tive Rural Telephone System located in 
Central Indiana. Permanent position 
for qualified person. Please write Box 
No. 3854, c/o TELEPHONY. 


CABLE SPLICERS, Station Install- 
ers, Equipment Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 1211 Ken- 
more Avenue, Elkhart, Indiana, or 6100 
N. 20th St., Philadelphia, Pa. 


WANTED: Telephone Installers, 
Cable Splicers, Linemen, Central Office 
Installers. Yates Construction Com- 
pany, 1507 South 6th St., Paducah, 
Kentucky. Telephone 2-4623. 


DIAL SYSTEMS ENGINEER 
Excellent opportunity for EE experienced in 
design of dial circuitry. 

TELEPHONE APPARATUS 
ENGINEER 

Several qualified electro-mechanical engi- 
neers needed with background in design, 


development, or evaluation of relays, sole- 
noids, and contactors. 

CARRIER DESIGN AND 
PRODUCTION 

Attractive openings for graduate EE with 


experience in carrier design and application. 


These positions, which are in the Chicago 
area, offer unlimited opportunity for per- 
sonal growth and development. Salaries 


will be commensurate 
experience. 


Write Box #3853, c/o TELEPHONY 


with education and 


| tions. 
| petent Plant or Traffic Superintendent, 


POSITION WANTED 


CABLE SPLICER, CABLE TROU- 
BLEMAN—Instrument and line repair 
and installation; magneto—C.B.—dial. 
Bell and Independent service. Write 
Box #3852, c/o TELEPHONY. 


MANAGER DESIRES PERMA- 
NENT position with large or small 
company. Twenty-five years experience 
in Plant, Traffic and Commercial func- 
Will consider anything—a com- 


Training Supervisor, Sales Engineer, 
Equipment Maintenance or Plant En- 
gineer. Experienced in Public and Hu- 
man Relations. Willing to visit prospec- 
tive employer before hiring if desired. 
No objections to traveling or will lo- 
cate any place. Best of references. 
Please write Box #3851, c/o TELEPH- 
ONY. 





WANTED TO BUY 


WANTED TO BUY 
USED CAX DIAL SWITCHBOARDS 
AND TELEPHONES 


TELEPHONE EQUIPMENT, INC. 
Montrose, Mich. 
Telephone 3801-2211 





Keliogg +267, 269, 324 


1250 KINNEAR ROAD 





PROTECTION and PARTS 


(Reconditioned) 
W.E. +1268-A W.E. +26 Blocks 
W.E. +1268-B W.E. +27 Blocks 
W.E. +1269-A W.E. +28 Blocks 
W.E. +C-50 W.E. +29 Blocks 


W.E. +76-A Heat Coils 


JACK STRIPS 


(New) 


S.C. +127 on +90, +134 on +80, +135 on +80 
W.E. +295 on +136, +141 on +136 
A.E. +:D-42428-ED, D-42428-A4 


Let us know your needs—we may have it 


BUCKEYE TELEPHONE & SUPPLY CO. 


COLUMBUS 21, OHIO 
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TELEPHONES—all types—any con- 
dition. Write stating quantities and 
types. Our truck will pick up within 
300 mile radius of Scranton, Penna. 
Write Box No. 3765, c/o TELEPHONY. 


FOR SALE 


RECORDAK JUNIOR MICRO- 
FILME R—excellent condition. Chesan- 
ing State Bank, Chesaning, Michigan. 








FOUR ARMY SURPLUS CF-3A 
Telephone Repeaters (Carrier). Per- 
fect condition. $125.00 each. General 
Supply & Equipment Co., Box 18306, 
Houston, Texas. 





RECONDITIONED 
FEDERAL +804A 


Magneto Compact set con- 
vertible to desk or wall. 
Equipped with capsule type 
trensmitter and receiver. 
Can be used on long rural 
lines. 

Shipped complete with ter- 
minal block and refinished 
battery box. 

PRICE $18.50 EACH 

12 or more—$18.00 


Terms 2%—10 Days Net: 30 


BOHNSACK EQUIPMENT CO. 


GERMANTOWN, NEW YORK 








W. E. HA-1 


Rec. Capsules 
—used 30¢—new 60¢ 


W. E. F-1 


Trans. Capsules 
—used 30¢—new 60¢ 


In Lots of 100 or More 


TELEPHONE SET CRADLE 
desk stand 
W. E. 202 A-3 
with W.E. handset and 
dial checked out — $3.50 ea. 


TELEPHONE HANDSETS WITH 
BUTTERFLY SWITCH $3.50 


TALLEN CO., INC. 


159 Carlton Ave. Brooklyn 5, N. Y. 














PAPER-LEAD TELEPHONE 
CABLES. 3500 feet 26 pairs, 5500 feet 
51 pairs, 5000 feet 101 pairs, 1500 feet 
202 pairs. Adil 22 gauge. 2500 feet 24 
gauge. Available in Charleston, S. C., 
for immediate shipment. Made to Amer- 
ican specifications by largest West Ger- 
man cable manufacturer’ supplying 
many American Independents. Tele- 
phone or write: Columbia Technical 
Corporation, 61-02 3lst Avenue, Wood- 
side 77, N. Y. Telephone: AStoria 
8-7401. 


TELEPHONY 
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W.E. F-1 trans. capsules—factory rebuilt....  .75 
W.E. HA-I receiver capsules, like new, 
EEE SEE I Ser ee 50 


W.E. 25H Dials, $4.00 ea., lots of 25 to 49— 
$3.50 ea., 50 to 100—$3.00 ea. Rebuilt. 

W.E. #6A Dials—$5.00 ea. 4H...... . $2.00 ea 

REBELCO handset conversion kits. F-I handle, 
cover plate, 4 cond. cord and saddle... $7.50 

W.E. E-l handles with F-! unit and 3 cond 
Sie Ue et a5 aia ORIEL Wikis Baca ce $2.50 

W.E. F-l handles—F-| and HA-I units, with 
Mor ates ah et ou Ll eae eure $5.0¢ 
Handset transmitters expertly rebuilt using 

factory methods at reasonable rates. 
Over forty years ot service to the Independent 
industry. 


REBUILT ELECTRIC EQUIPMENT CO. 


1704 West 2ist Place Chicago, IN. 








Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 
HENKELS & McCOY 
6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 
OFFICES LOCATED AT 


Elkhart, Indiana ......... Tel. 2-5650 
NE, ED o0ssceece Tel. 3-0231 
Lansing, Michigan ..... Tel. 1V-5-7642 
a. 3. ee Tel. 6-6336 
Erie, Pennsylvania ....... Tel. 2-4300 


Sumter, South Carolina 
PERFORMANCE Has Built Our Business 





NEOPRENE JACKETED 
TELEPHONE CABLE 


5 Pair +19 Solid Tinned 
Copper Conductors 
Twisted Pair—Color Coded 
Latex Insulated 
1000 Foot No-Charge Reels 
$60.00 per M Feet 
Quantity Discounts 
FOB Oakland 
WILLIAM CERESKE COMPANY 


468 Second Street 
Oakland 7, California 





DIALS REPAIRED © COIL WINDING 


Transmitter rebuilding all types 
A Complete Telephone Repair Service 
Send your work in or write us 


SUPERIOR ELECTRIC SERVICE CO. 


Lawrenceville Illinois 





| MEANS 


STROMBERG 




















COPPERWELD 


Savings to 20% 
New Gov't. Surplus 


LINE WIRE #12 


freight allowances 
on quantity orders 


+12 AWG (.080) 40% conductivity—High Strength 
Standard Factory Coils (average 100 Ib.) 
guaranteed A-1 perfect 
— shipped on approval to well rated firms — 


(others, sight-draft thru your bank—with full 
inspection privilege) 


— we pay two-way freight if found unsatisfactory — 





SLEEVES — TOOLS 


Anaconda copper sleeves 3" long— 
allows 3 crimps for extra strength 
with Nicopress or Anaconda tool 


#12 AWG (.080) C groove 
#10 AWG (.102-.104) C groove 
per hundred $3.00 


Sleeve Tools 
Nicopress #31 C groove 
DOW, CHOW MOGs. oc icccccicins $3.75 


Anaconda Rolling Tool 
type B #6, 8, 10,12 AWG 
CE MEE 6.664d085e00555800 $3.75 


1218 Venice Boulevard 





POLE LINE MATERIAL 


Hardware—glass—anchors 
huge stock—huge savings 


—we will allow full freight on car or 
truck-loads of Copperweld or BB 
wire, or hardware or combination— 





Cable & Terminals 

Protection—all types 
Switchboards—supplies 
Telephones, new & rebuilt 


—let us quote on your needs— 


Telectric Co. 


Richmond 8-2249 


Los Angeles 6, Calif. 





REFLECTORIZED SIGNS 


For Outdoor Booths and Approaches 


P&A Mfg.Co. Fa. 4-0189 


Springfield, Ohio 











HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 
telephone industry 


Construction Crews Engineering ‘ 


Station Installers Appraisals & Reports 


Cable Splicers C. O. Installation 


Underground Duct Systems 


Telephone ST 4-6126 


P. O. Box 267 Jackson, Michigan 











HISTORIC TELEPHONE 
ITEMS DESIRED 


The Commonwealth Telephone Co, in 
the opening of its new $300,000 To- 
wanda district office is planning a 
telephone museum for the company 
which will be open to the public and 


represent what we hope will be an 
unusual collection of historic tele- 
phone items. This district office lo- 
cation in northern Pennsylvania is 


located in the community where 
Stephen Foster went to school and 
where the company has completely 
remodeled but retained the original 
architecture of a Civil War homestead 
for its headquarters. The small serv- 
ants’ house is being redesigned to 
become a museum, Contributions to 
this collection will be appropriately 
noted of the donor. The Towanda lo- 
cation will be on Route 6 across 
northern Pennsylvania where the 
traveling public can stop and view. 
Address your inquiries to the Com- 
mercial Manager, Commonwealth Tele- 
phone Company, 100 Lake Street, 
Dallas, Pennsylvania. 
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All supplies you need for small cable 
jobs are in stock at Suttle for your 
convenience. Get them all in one 
shipment. And those emergencies on 
big jobs can be suppressed by our 
prompt handling of your needs. 


Ankoseal Plastic Cable 


Standard 22-gauge in stock from || 
to 101 pair for delivery in less-than- 
reel lengths. The Self-Supporting 19- 
gauge is cerried in 6, II, 16 and 26 
pair for \ess-than-reel lengths. 


Channel Supports 


Plenty of these in assorted sizes for 
the smal! jobs. 


Terminals & Accessories 


About any style terminal you prefer 
can be delivered promptly. Also any 
other accessories such as messenger, 
splicing meterials, grips, etc. are on 
hand for quick shipment. 


You will like Suttle’s attention to your 
orders or inquiries about cable for 
those big jobs too. 


Serving 
independent Telephone Men 
Since 1910 
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ILLINOIS 


| Johns-Manville 








Aluminum Company of America 
American Appraisal Company, The 
American Chain & Cable Co., 

The Page Steel & Wire Div 


American Electrical Heater Co 
American Steel & Wire Co 


Ansonia Wire & Cable Co., The 


Arrow Fastener Co 
Atlantic Creosoting Co., The 
Atlas Instrument Co 


Bakelite Company 
Baker Wood Preserving Co 


Bashlin Company, W. M 
Bell Telephone Laboratories, Inc 
Benner-Nawmann, Inc. 
Berry & Co., L. M 


Bishop Mfg. Co 
Blaw-Knox Company 
Brach Mfg. Corp 
British Insulated Callendars 

Cables, Ltd. 
Buckeye Telephone & Supply Co 
Burgess Manning Company 
Burroughs Corp. 
C&D Batteries, Inc 
Cabaniss-Pogue Company 
Cable Breather Corp 
Cable Spinning Equipment Co 
Calculagraph Company 
Chance Co., A. B 
Chase Brass & Copper Co 
Cleverly Electrical Works, The 
Coffing Hoist Div 


Cook Electric Company 
Copperweld Steel Co 
Crane, Inc., 
Cullom & Ghertner 
Davis Construction Co 
Donnelley & Sons, R. R 
Dow Chemical Co., The 
Du Pont de Nemours & Co., E. I 
Duo-Safety Ladder Corp 
Eastman Chemical Products, Inc 
Electric Specialty Co 
Electromode Div. 
Everstick Anchor Co 
Exide Industrial Division— 


The Electric Storage Battery Co...... 


Fitchburg Engineering Corp 
Foley Constr. Corp., Robert E 
General Cable Corporation 
General Electric Company 


General Machine Products Co., Inc 
General Telephone Directory Co 
Gorman-Rupp Company 
Gould-National Batteries, Inc 
Graybar Electric Co 
Greenlee Tool Co 
Haley & Co., R. G 
Harris-McBurney Company 
Henkels & McCoy 


Highway Trailer Company 
H, J. J. Company 
Homelite Corporation 

Hughey & Phillips, Inc 
Indiana Steel & Wire Co 
International Harvester Co 
Irwin-Auger Bit Co., The 


Kander and Company, Allen 
Katolight Corp. 








American Creosoting Company.......... 


American Telephone & Telegraph Co.... 

Anaconda Wire & Cable Co.............. é 
| Armstrong Cork Co., Glass Insulator... 
| Automatic Electric Sales Co.....27, 32-33, 38 
DOrriett Tree. WEPSTtIS. «oo ose ccccc ceases 


Commercial Cord & Supply Co.. Inc.. th 
nc iavencudcmanene 


General Insulated Wire Works, Inc.. ay 


Ns SI Scot arira ch eek 4s 0s i de 4 'o ercear 


Hirsch Organization, Inc., Gustav....... 
| Holan Corporation, J. H..../.......... ' 
International Business Machine Corp... 
International Standard Trading Corp... 


| Kearney Co., Jas. R 


~ ADVERTISERS 


Acme Visible Records, Inc.............. 37 
Alphaduct Wire & Cable Co., The....... 


Page 
Kellogg Switchboard & Supply Co......6-7 
Klein & Sons, Mathias................ 52 


Koiled Kords, Ine 
EE Sn Sh csc cdtw enw semwweiens 
Leich Sales Corporation............... 10-11 
Lindsay Telephone & Supply Co - 
ee et oe ee 

oo es a. a |” . 
Lorain Products Corp., The —~ 


Lowell Insulated Wire Company........ 51 
PERTEWOl TELE. CO., BMC... sc ccccccsess 56 
McCabe-Powers Auto Body Co......... - 
McFarland Company, L. D............. 59 
Peonmanto Chemical Cou... ..ccccccccees - 
Morton Contracting Co. .....0.6cccccecs 59 
Murphy Engineering Laboratories...... 50 
a re 56 


pT Be Sree - 
National Pole & Treating Div........... 
National Telephone Supply Co.......... — 
PICGle COMBETMCUION GO... 6 oc. cccsccscesse & 
North Electric Company............... 14-15 
Onan & Sons, D. W 
Overton Co., S. E 
I sas cuted ota hk ewe eae 
P& A Manwiacturing Co... .....ccscccsss 61 
cn PN rer rer rr - 
PPUGOO TONIC DIG... kc cccccccccsccessece 
Piastic Wire & Cable Corp... ..... 2.2000. _ 
Piymouth Motor Div... 2... ccscccacces - 
Poreceisin PYGGUCts, INC... 2.000 ccceces - 
a Me ee er eer rere 
Preformed Line Products Co............ 
Radio Engineering Products Limited... — 
DE CE, is ov ccsucessecsysee ess 49 
Rebuilt Electric Equipment............. 61 
EIS oho a did kdb esd Se dig a'e.ceieies - 
SS eS . & 
UCMNNG TONNE, TO ac ices ct cen cssecse 
Republic Creosoting Company.......... 
Be Rs 13 
Reynoigs Metals Company. ......c-ccces - 
Roebling’s Sons Co., John A............ — 
ere errr ree Tere eee oe 46 
Pees Cord & Wire CO... nce cccvsesces - 
S&G Manufacturing Corp................ - 
ne er ere — 
Seymour Smith & Sons, Inc............. 
Sierra Miectronic Corp........6.f.ce.s.. 56 
Biean, Cook & Lowe Co... .......cccccses 
PEI SEUNCE. TOD. 0.005 c ncewencawasune 44 
EE I. nn oc naa wo< 6 csssenseuseees 
Stromberg-Carlson Co. ........2-3, 40-41, 43 
Superior Cable Corporation............. — 
Superior Electric Service Co............ 61 
Suttle Equipment Co...........+......59, 62 
Teaver ort CO., TUE «.scccccvcsccss 
I TT. HR oo 50a 6c ccceevuewsews 61 
Tel-E-Lect Products, Inc................ — 
Telephone & Power Supply Co.......... 59 
Telephone Supply Corp............+.- 
TOLCEV RS COPDOTRTION occ cwerscccas 
Tele-Wire Supply Co., Inc............... 
I MS AS te ara eas arate alee Sew er - 
Tempcton, Benmiy & Co... .0cscscvccoecs 
Transandean Associates, Inc............ - 
oo Re A er ere ee 59 
United States Electric Mfg. Co.......... 
United States Independent 

pg PPE PERT eee eee 
United States Steel Corp. 

American Steel & Wire Co............ 

oo Be eee ere 
Universal Comtrois Corp. .....0ccccccces. 
Tremeey Batement Co... 6... ccc ciccecens 
I I, a oh oe sere 6 kde Soba ba omwiaes 
Wee BE, E56, WE, kaon kes eneeseccwncs 59 
Weemterm TENTS COi. cnc ccecccnciesecece 
Wheelock Signals, Inc... ..........0000. 50 
Co a re ane 9 
Williams Inspection Co., Inc., A. W.... 59 
Willys Motors, Inc 
We OD. “DG occ sd cccccccsccecsces 
Wyoming Valley Equipment Div 
Yankee Tools, 

a Division of Stanley Tools......... 
York-Hoover Corporation 
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Another Reliable ““FIRST”’ 









Fuseless Protector 


with 


Neoprene Cover 


No. 801— 


for station protection, 
equipped with Reliable No. 504 
Protector Units 





The Reliable Fuseless Station Protector 
offers all the advantages of the No. 800 
with the added feature of a weathertight 
neoprene cover. It has passed the Under- 
writers’ Laboratories severe requirements 
for performance, weathering and life of 
the neoprene cover — under tempera- 
ture extremes, and is listed under UL 
Reexamination Service. 


Easy to install — simple to maintain 
— exceptionally long life 


The No. 801A for cable protection is also 
available. Equipped with No. 506 Cable 
Protector Units, the No. 801A provides 
lightning discharge and power fault cur- 
rent protection. Full information including 
installation instructions sent on request. 


Full information including 
installation instructions 
pisent on request 


€ 

/ Telephone Protective and Terminal Equipment 
ELECTRIC for all Station, Line and Central Office Needs 
COMPANY OVER 45 YEARS SERVICE TO THE UTILITIES 


3145 Carroll Avenue 
Chicago 12, Illinois 
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how good is YOUR net? 


Your net revenue from your Directory, of course. 


Not as high as you'd like it? 


Ask us about our COMPLETE 
DIRECTORY SERVICE PLAN now used by 
independent telephone companies 

in 4400 communities. 


It could be the tonic your Directory needs. 


You are cordially invited to write any one of our Division Sales Offices listed below, 
or Frank Davies, Chairman, or Wesley H. Loomis III, President, for information 
concerning our Directory services — and if the spirit moves you, call us collect. 


GENERAL TELEPHONE DIRECTORY COMPANY 


INCORPORATING LOOMIS ADVERTISING COMPANY 
1800 Busse Highway *« DES PLAINES, ILLINOIS « VAnderbilt 4-2164 
Divisional Sales Offices 
COLUMBIA, Mo. + 811 Cherry Street + Gibson 2-6907 LONG BEACH, Calif.- 1775 Ximeno Ave.» HEmiock 3-744 
DURHAM, N.C. + 108 €E.P h Street + Tel: 5133 MADISON, Wisconsin « Tenney Building + Alpine 7-16€ 
ERIE, Penna. « G. Danie! Baldwin Building + Tel: 2-4187 SAN ANGELO, Texas + 110 South Taylor St. + Tel: 6738 
FORT WAYNE, Ind. « 229 E. Berry Street - EAstbrook 3477 SPOKANE, Wash. « 108 N. Washington St. + MAdison 433¢ 
LEXINGTON, Kentucky + 152 Barr Street + Tel: 4-7618 SPRINGFIELD, Ill. + Myers Bros. Building + Tel: 3-123€ 


JUL 3! 





